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Judge the Merit of | 


SELBY STYL-EEZ 


by the verdict as rendered 


by your fellow merchants! 


First placed on the market January 1, 1932 . . . Since that date merchants 


have bought 435,196 pairs . . . 
almost 5000 pairs daily. 


and at present are buying in greater volume 


than ever before... 


THE REASONS FOR SUCH OUTSTANDING SUCCESS! 


The Styl-Eez features consisting of ...a 3. Fashions so outstanding that no one 


rolled innersole, supported by a moulded 
piece of fibre to support the inner arch 

. a light, strong supporting shank for 
the longitudinal arch . . . and a sponge 


rubber pad for the metatarsal arch. 


A proved line with which to build repeat 


business. 





THE STVL-EEZ FEATURES 





would associate them with a shoe that 
speaks of comfort. Truly a comfortable 
shoe that women will want to buy. 


Priced to retail at $5 and $6 with better 
than 40 per cent mark-up. 


Sales helps that will sell shoes. 


ONE OF THE 48 IN-STOCK STYLES 


Write or Wire for STYL-EEZ Salesman — No Obligation 


THE SELBY SHOE COMPANY 
Portsmouth, Ohio 





When writing advertisers please mention Boot and Shoe Recorder 
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The VOICE of the TRADE 


The buyers 


are coming, they are, they are, 
The vanguard is on from the 
Pacific Coast. One of those who 
has circled the markets is Chester 
Herold of San José, Calif. He 
keynotes the reason for the trip 
to market this year as follows: 
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“Now is the time to rebalance 
your lines for the ‘New Deal.’ A 
market trip at this time is the 
greatest help to getting a new vi- 
sion of your sources and resources. 





It is time to realign your 
grades; to eliminate in - between 
grades and to strengthen those 
substantial levels of prices accept- 
able to the public and profitable to 
the store. The period of rebalance 
is most important, for it leads to 
recovery.” 
* * * 


N o wonder “Stormy 


Weather” has clicked as one of 
the song hits of the current sea- 
son. This has been a Spring of 
rain, rain and yet more rain. 
Summer is ushered in amid the 
crash of lightning. Sudden down- 
pours send folks scurrying into 
shoe stores to buy rubbers, only 
to learn in many instances, we’re 
told, that stocks are low, sizes 
broken, and why should everybody 
want to buy rubbers in June any- 
way? Five indignant customers 
marched out of one New York 
shoe store. unable to buy the 


rubbers for which they were 
anxious to exchange good Amer- 
ican dollars. 

After all, rainy days happen any 
time and the rubber business ought 
not to be regarded as a seasonal 
industry. The shoe merchant 
should see to it that his stocks are 
up to par and his sizes complete at 
all times. If he doesn’t he needn’t 
be surprised if some of his hard 
won customers get the habit of 
going elsewhere for rubbers—and 
maybe for shoes as well. 

* * x 


Coeorge E. Peirce, Jr., 
whose forefathers established the 
Peirce retail shoe business in 
Providence, R. I., 166 years ago, 
says: 

“No people are saying prices 
are too high. Our $8.50 custom- 
ers were paying us from $10.50 to 
$13.50 for shoes. Their salaries 
have been reduced far more in 


THE GREATEST THING IN SELLING SHOES 





proportion, yet they are buying 
the type of shoes to which they 
are accustomed to wear. Utility 
has lost its sales punch. Women 
are buying style, color and com- 
fort.” 

By comfort he does not neces- 
sarily mean orthopedic types. Cus- 
tomers will pay top prices for a 
shoe which appeals to them—right 
now—and will not question wear. 
Price appeal has also lost its punch 
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with the Peirce customers. Ad- 
vertising which brings out the 
beauty of the merchandise will 
sell more goods than when price 
is ballyhooed. The greatest thing 
in selling good shoes is to have a 
good sales force. When a cus- 
tomer has faith in what a sales- 
man tells, he can sell anything. A 
good salesman never abuses that 
faith, at least, never in the Peirce 
store. 














Harry C. McLaughlin 


enjoys the rewards of patience and 
perseverance, for he spent many 
weeks in the process of health re- 
covery. Now it can be told that he 
is back on the job again for he 
tested out his capacity for work 
over a period of several weeks. 
He says: “I enjoy being back 
quite as much as I am glad of 
having my health back.” 

Congratulations to the head of 
Potter’s, Cincinnati, and one of 
the powers in the N. S. R. A. 
His recovery prefaces retailing re- 
covery the country over. 

* * * 


hove B. Nordlinger 

of Washington, D. C., says: 
“The market appears to be 
flooded with low grade shoes, 
exact patterns and designs as the 
better kinds and at about half the 
price, which is surely alluring to 
the purchaser. This naturally re- 
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duces the number of sales of the 
merchant who is hesitant to stock 
inferior merchandise, because he 
has built his reputation on ‘Service 
and Quality.’ 

“Still another factor. There is 
evidence that the factory worker 
has been forced to a very low 
wage scale, which lessens his pur- 
chasing power and does not im- 
prove the situation. I believe in 
good pay to the men in our factor- 
ies who give conscientious service. 

“We could then eliminate many 
of the cheap grades in shoes which 
would afford the opportunity for 
satisfactory profits, and restore 
the shoe industry to a higher ele- 
vation in the mercantile field.” 





= 





N. C. Evans, 


vice-president, in charge of mer- 
chandising at Craddock - Terry 
Company, Lynchburg, Va., says: 

“My personal opinion is that 
stringent government relations 
will soon be with us, whether we 
like it or not, and it behooves us 
all to get our houses in order be- 
fore someone does it for us. The 
present administration seems 
determined that Capital shall re- 
ceive a fair return and Labor 
fair wage. 

“While the program sounds ex- 
tremely socialistic, I am convinced 
from all the information I can get 
that it is going through, and it is 
extremely doubtful if we shall 
ever see the return of uncontrolled 
production and competition, such 
as has existed in the past and now 
exists.” 

* * 


- shoes 


for boys have appeared in some 
of the popular price stores of Bos- 
ton. The largest of them look as 
large as men’s shoes. They are 
for work or play wear. Most of 
them are made by the stitchdown 
process, with uppers of stout elk, 
black or tan in color, and with 
plenty of perforations. Some 
have the moccasin style toe. The 


soles are of stout flexible leather, 
and the heels are of one lift of 
rubber without a base. Some of 
these shoes are unlined. The idea 
is to supply a good and service- 
able shoe at a low price. 

x Ok Ok 


Eden A. Filene, 


merchant of Boston, says: 

“Broadly speaking, what is 
happening to retailing is the same 
thing that is happening to business 
generally; or, for that matter, to 
all human society. 

“It is in the throes of unprece- 
dented change. It is not a pretty 
sight. No revolution is. Jt ts not 
chaos, however, but transition. 

“There was a time when the re- 
tailer could make profits by serv- 
ing as the tail of the producer’s 
kite. But that time has passed. It 
has passed, mainly because of the 
discovery that business cannot sell 
more than the people can buy. 
Production and distribution must 
conform to the consumer’s dollar, 
for the consumer’s dollar cannot 
conform to them.” 


* ok ok 
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, Sle*er 
of J. & J. Slater, Fifth Avenue, 
New York City, in his message to 
the Los Angeles Convention says: 

“Retail shoe distribution is the 
dominant end of the shoe business. 
It contributes the largest cost and 
distributes more money to the 
American workman and the 
American taxpayer than any 
other part of our vast industry. 
The retailer is the friendly as- 
sistant of the public. He controls 
output by interpreting public con- 
sumption. He will be called upon 
shortly to contribute his aid in the 
partnership with the government 
and to give clear, unselfish sup- 
port to the battle against poor 
times. 

“Prepare yourselves and assist 
in this work and everything will 
move smoothly towards a glorious 
end.” 





BooT AND SHOE RECORDER 
combining THE SHoE RETAILER, June 24, 1933 


; 7 J. Kaufmann, 


president of Kaufmann’s Depart- 
ment Stores, Inc., Pittsburgh, pre- 
sented a resolution which goes on 
record against the purchase oi 
goods produced by child labor or 
under conditions known as “sweat 
shop.” He says: 

“The day when our industry 
can tolerate unlicensed, unchecked, 
economic individualism has 
passed.” The resolution tied in 
with the drive against child labor 
and sweatshop conditions in Penn- 
sylvania industries in which Mrs. 
Gifford Pinchot, wife of the Gov- 
ernor, is enlisted. 
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For the Fall season the garment 
manufacturers promise to have a 
label ready which will mark goods 
made under proper working con- 
ditions so that the customer may 
make a choice between support- 
ing a decent social code and one 
which knows no standards except 
cheapness and wage grinding. It 
is to be hoped that this insignia 
may be designed in such a way 
that producers in other lines might 
readily adopt it. 

a  . 


Jack Llewellyn 


is serving as a Reserve Captain 
in the Quartermaster’s Depot in 
Chicago, in charge of the work 
of supplying shoes for the re- 
forestation army. During the past 
thirty days he has cleared some 
130,000 pairs of shoes. His knowl- 
edge of the shoe business and his 
friendships in the trade have 
resulted in splendid cooperation 
on the part of manufacturers for 
rush shipments needed for the 
young men in forestry work. 


kK Ok Ox 
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is a botanical term for heath or 
heather and now makes its debut 
as a name “Calluna Kid” because 
its finish is suggestive of a 
heather, or tweed-like appearance. 
The arts of kid leather tanning 
show progress in one of the most 
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unique treatments ever made on 
kid skin. Fashion authorities say 
that the new leather is in tune and 
in time with the two-tone tweeds 
for next fall’s apparel. Shoes of 
this new tweedy-like kid become 
a natural complement for this 
style trend. It’s an exclusive pres- 
entation of the Surpass Leather 
Company of Philadelphia, Pa. 
*x* * 


Pleny G. Johansen, 


vice-president, of the Johansen 
Bros. Shoe Company, St. Louis, 
Mo., supports his enthusiasm for 
the wide improvement in the shoe 
business with the encouraging 
figures that in the month of May 
compared with the same month 
in 1932, his company showed an 
increase. in pairs of over “55,000. 
Nor does he believe that this up- 
swing is just a temporary gain, for 
he adds: “It looks as though we 
will have a similar increase in 
June.” 

* Ok 


* 
ee 


merchants scored a victory in de- 
feating House Bill No. 97 in the 
Connecticut legislature — a mea- 
sure designed to amend and codify 
the State chiropody laws. When 
first drawn, the bill contained a 
provision that “any person en- 
gaged in the business of adjusting 
arch supporters or adjusting shoes 


How about a little reforestration on our own hook? 


1933 


on June 1, 1933, shall be per- 
mitted to continue in the business 
of. adjusting arch supporters or 
adjusting shoes providing such 
persons who are engaged in the 
adjusting of arch supporters or 
adjusting shoes on June 1, 1933, 
shall register with the State de- 
partment of health on or before 
September 1, 1933.” 

Shoe dealers objected strenuous- 
ly to the provision as it apparently 
meant that they must either em- 
ploy a licensed chiropodist or dis- 
continue the sale of arch-support- 
ers and similar appliances and if 
shoes needed adjustments or 
metatarsal buttons, etc., the clerk 
must likewise be registered. To 
meet this objection, the bill was 
amended. After being shuttled 
back and forth between the House 
and Senate, however, the measure 
was swamped in the rush of busi- 
ness at the last minute and failed 
of final action. 

* © s 


Sitey Stokes 
of the Walk-Over Shoe Shop, 
New Haven, Conn. says: 

“The prediction as made for 
white shoes this season, which ap- 
peared in the Recorper through- 
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out the winter, has certainly been 
borne out within the last two or 
three weeks—particularly this last 
week. In all my 38 years in the 
shoe business, I never remember a 
season so preponderant on whites. 
This should make the shoe busi- 
ness very good for the early fall, 
as I see it, because the white shoes 
are worn for a short season and 
after the middle of September 
people will have to renew their 
footwear in early fall types.” 
ote 


¢., L. Hagerman, 
representing the Dayton Last 
Works in the Milwaukee and 
northwest territory, returned last 
week from a seven months trip 
around the world. Setting out 
from New York last July he first 
went via the Panama Canal to 
Japan and northern China. Thence 
to Ceylon, India, Egypt, Pales- 
tine, and landing at Naples, saw 
the sights of Italy and Switzer- 
land and France. 

During his absence, his terri- 
tory was covered by Joe McNam- 
ara, who now returns to the St. 
Louis district. “Hagey” now has 
something besides lasts to talk 
about to his friends and customers. 
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This Big Shoe Man Went to Market 


1933 Looks Like a Tough Year for Stay-at-Homes 


Habit and sound merchandising 
practice have made early July a traditional market 
time in the shoe trade. This year, of all years, it’s a 
tradition worth living up to. The wise merchant 
can’t afford to stay away from his source of supply 
in 1933. He can’t afford to remain in ignorance of 
what’s going on where shoes are made. Very likely 
he has had some inklings. He has read in the papers 
about expanding operations, increased production, fac- 
tories, long idle, stirring to life, rising employment, 
more money in pay envelopes. And, back of it all, 
that which is of infinitely greater interest to retailers, 
the rising market for hides, leather and shoes. 

July is a natural time to recheck Fall styles, to make 


a . a 





sure that the merchant is covered on the styles ani 
types of shoes likely to sell best for late Summer an< 
early Autumn, to place orders for needed shoes. For 
that reason far-sighted merchants and buyers make 1! 
a rule to go to market every year in July. But this 
year there is the added incentive of a fundamental 
change in the price trend, brought about, in part, no 
doubt, by the fact that the long deflation had run its 
course, but augmented very materially by the ex- 
traordinary measures of the administration at Wash 
ington to cope with the emergency. Retailers cai 
hardly afford to ignore the opportunity of obtaining 
first hand information about prices through a trip to 
market in July. 
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This Little Shoe Man Stayed 


For these various reasons it is anticipated that next 
month will see more buyers in the various markets 
than any July in recent years. The Boston Shoe Fair, 
July 10, 11 and 12, will be the focal point for many 
of them, but thousands will also visit other markets 
of the East, mid-West and South, either on their way 
to Boston or on independent journeys to their own 
particular sources of supply. 

This year also promises a marked increase in orders 
placed for Fall during the month of July. Here 
again rising prices will be a strong incentive to many, 
for while there is no disposition on the part of the 
experienced merchant to speculate on rising com- 
modity prices, the natural impulse is nevertheless to 
protect oneself as far as possible on the shoes that 
the merchant knows he will need for the coming sea- 
son. Only by knowing the facts at first hand, seeing 
the shoes, comparing styles and prices, will the retailer 
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be in a position to act on the basis of sure knowledge 
rather than guesswork. 

It will be a good augury for the shoe industry to 
see merchants back at the markets in large numbers 
in July. Business will be stimulated by the eager 
interest of those who buy and sell, by the exchange 
of ideas and the broader outlook gained. Merchants 
will see new opportunities to increase their business 
and make money. It is by travel that horizons are 
broadened, knowledge gained, viewpoints clarified. 
Travel makes for activity and activity promotes busi- 
ness. It is all in step with the new tempo that ani- 
mates the nation. It is in tune with the spirit of 
recovery. 

It is an old truism that you cannot sell shoes unless 
you have them to sell. —The merchant who assumed a 
passive or negative attitude toward the recovery 
[TURN TO PAGE 39, PLEASE] 
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The pictures above are snap- 
shots of nicely dressed women, 
typical of the best customers 
of the average store, in cos- 
tumes typical of the current 
season. 


To us they prove three im- 
portant points about fashion: 


1. It is new and different 
fashion ideas that sell women 
new clothes. Puffed sleeves, 
checks, the revival of two- 
piece dresses this season. 
Without the stimulus of sea- 
sonal change, people would 
still be wearing their old 
clothes! 


2. In every season certain 
fashion ideas get wide en- 
dorsement. A certain stan- 
dardization is an important 
part of fashion. Women like 
it, else why would both mem- 
bers of the top group be 
wearing puff sleeves? Or 
group two both be going in 
for checks; or group three 
both be endorsing two-piece 
dresses? It pays to concen- 


What Do These 


trate on such widely accepted 
fashions. 


3. Within the limits of these 
accepted, profit-making types, 
there is still plenty of room 
for individual variation in 
design. These puffed sleeves 
aren’t twins. They’re sisters. 
These checks aren’t precisely 
alike. These two - piece 
dresses aren’t exact dupli- 
cates. Slavish copying of a 
style is usually poor policy. 
But the consistent interpre- 
tation of a trend is always 
good business. 
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Pictures Prove? 


The sketches below are new 

shoes suggested for the com- 

ing Fall season. They go to 

prove these three points about 
shoe fashions: 


1. It is new and different 
ideas in shoes that will make 
women want new footwear. 
Like the new interpretations 
of the fabric and fabric com- 
bination shoe in the side- 
button oxford (lower left). 
Like the seven-eyelet oxford 
with the lacings carried, 
stream-line fashion, far down 


on the vamp line (center). 
Like the new open-throat 
pump which looks like a 
cross between a strap. shoe 
and the oxford (lower right). 
Don’t be afraid to play new 
ideas if they are sound. This 
is no time for caution. The 
shoe business needs all the 
stimulus it can get 
2. It pays to concentrate on 
a few basic fashion ideas in 
shoes—instead of spreading 
all over the lot. instead of 
showing every possible pat- 
tern variation in your line, 
why. not settle on several 


‘dominant trends like these 


and hammer them consist- 
ently through the season’? 


3. Finally, it is possible to 
feature basic types in shoes, 
as it is in clothes, without 
ever getting monotonous. 
Look how different these 
side-button oxfords are from 
each other. See how much 
diversity you can_ get in 
seven-eyelet oxfords. Look 
at the variations possible in 
the open throat shoe. It is 
always possible to interpret 
a trend without running one 
model into the ground. 
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Can Fashion Be Regimented? 





If We Had a Czar in the Shoe Industry 
How Would He Control Style Creation? 






By RUTH HARRINGTON 









The goings on in Washington One of the greatest things he could do for them 
these days are turning our thoughts to industrial and for us all would be to organize a promotional 
control. And the style element of industry is asking campaign to show people what good shoes really are 
itself how will these standardizing ideas affect the and why they are worth what they cost. Perhaps a 
» workings of fashion? Will production control mean  grade-standard might be fixed for grade A quality. 
» limiting the quality and quantity of styles in shoes? What goes into this top-notch shoe? Not only fine 
Will we go back to the days when shoes were foot materials and the best workmanship, but the Grade- 
protection and nothing more? Is the man on top A designer’s skill, that took him years to learn; the 
tomorrow going to be the style genius or the mer- time and labor spent in experimenting in new mate- 
' chandising wizard? Or is there room for both, each rials, new lasts, new patterns. Eliminating this and 
playing his part in the scheme of things? that, perfecting every detail. When people really 

Suppose we had a czar in shoe fashion, how would understand what quality and fashion mean in shoes, 
he go about it? Where would he begin and where _ then they will stay sold—through good times and bad. 
' would he stop? 
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' If we were asked to draw up a plan of action for 

© this Shoe Fashion Dictatgy (playing a sort of Pro- This Czar of ours will go 
' fessor Raymond Moley to his Mr. Roosevelt) what into the matter of protecting creative ideas. He 
' would be our suggestion? would find a way of accomplishing the impossible— 





First—Bigger and better style changes. The the effective copyrighting of really new designs—de- 
vitality of fashion, we say, depends upon change— __ signs like the Ghillie T-strap or the Spat Shoe. Per- 
bigger and better style change. More striking, more haps the solution would be design protection for a 

_ fundamental, more creative change. certain period of time, so that the creator might enjoy - 
' Where would the dress and coat industry have been some fair measure of return before his ideas are 
| this season if it hadn’t been for big sleeves? Every- copied down the river! 










body would have worn her old coat. What would the Better control of volume fashion. When style gets 
spring shoe business have done without the eyelet tie, to the mass production stage, what then? How would 
the color grey, the linen shoe? this Czar of ours go about controlling the situation? 





Here the theory is entirely different. Here suc- 
cess depends upon how many units can be sold of the 
No, this fashion Czar same thing, how much waste can be eliminated. Well, 
wouldn’t try to eliminate style change. It’s the very we believe his first policy here would be one of con- 
life of our business. Nor would he try to hamper or centration. Concentration on the few tried and true 
limit those few creative men who are original enough _ style ideas accepted by the leadership group of women 
to launch new fashions. We need race horses as well who are first to accept or reject new fashions. 
as cart horses. This Czar of ours, we think, would One of the wastes in the average shoe factory today 
see that the race horses got their share of oats—good _is the money spent on trial pull-overs for little incon- 
times and bad! For without their fire of creative sequential ideas that seldom even get produced and 
genius, the whole industry would run itself out for that, once produced, may never get bought. 
lack of leadership. In every season there are only a few fashions that 
He might well concentrate these creatively minded can be expected to reach volume proportions. Why 
men where they naturally gravitate—in the higher not stick to these few fundamentals? says our Czar. 
price levels, designing shoes for the discriminating Why confuse women with too great a profusion of 
few, people who are first to accept the new ideas and patterns? Mrs. Average Customer likes to play fol- 
who have the money to pay for them. [TURN TO PAGE 39, PLEASE] 
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Slippers like these have 
an all-year-around mar- 
ket that can be de- 
veloped by constructive 
promotion. 


Pew this slipper business has 
* developed in the past few years! It was not so very 
long ago that slippers were only considered as a sea- 
sonable Christmas item. Stock came in right after 
Thanksgiving. Current merchandising plans de- 
manded that all left overs after the holiday selling 
be closed out immediately at give-away prices. Any 
buyer found guilty of having slippers on his shelves 
after January 15 was severely censured. 

Contrast this with the numerous modern slipper 
departments being established all over the country. 
Merchants are finding it pays to carry good indoor 
slippers in all sizes and widths, the year round. 

Some of the larger stores assign special salespeople 
to do the selling. This selling staff is usually com- 
posed of bright girls, carefully trained in the fine 
points of slipper selling. These girls know color har- 
mony, what’s new in boudoir and negligee fashions. 
And what is more they are well trained in the art of 
correct shoe fitting, for many stores are featuring the 
fitting resources of their indoor slipper stocks. 

“The Little Boudoir Shop,” at Marshall Field and 
Company’s, Chicago, is an example of a high grade 
specialized slipper department. It is a special section 
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Slippers— 























Christmas is no longer the one 

big selling period for boudoir 

footwear. Right now Summer 

offers an opportunity for vaca- 
tion slipper selling. 






of the women’s shoe department, handling all types of 
“leisure time footwear.” Bridge slippers, pajama 
slippers, mules, boudoir and house slippers are all to 
be found here in almost endless variety. 

Many patrons of this department know their own 
minds and need no assistance in buying. Others are 
confused, however, by the variety of names and types 
of slippers shown. Intelligent salesmanship, by giv- 
ing expert advice, removes this confusion and helps 
to close a sale in a satisfactory and speedy manner. 
This is especially true of slippers that are selected 
for gifts throughout the year. If these are to be of 
real value to the recipient they must be bought with 
discrimination and with a definite regard, not only 
for the person who is to wear them, but for the 
occasions and costumes as well. 

Considerable emphasis is placed on fitting these 
slippers just as accurately as shoes for street wear. 
With that idea in mind, the management carries a full 
range of widths. The salespeople are definitely in- 
structed to impress on their customers that these in- 
door type of shoes must be fitted properly. No small 
part of the success of this department is traceable to 
the care exercised in correct fitting, for customers 
have discovered that properly fitted indoor footwear 
holds its shape for a long while and is truly com- 
fortable when proper attention is paid to buying the 
right size and width. 

Salesgirls here are well informed, not only with 
regard to their own merchandise but with regard to 
hostess gowns, lounging pajamas, negligees and other 
costumes that these various slipper models are <le- 
signed to be worn with. They are glad to pass on to 
the customer this information. 
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ltem for Shoe 


By 
CARILYN 
STEVENS 








Vogue of elaborate hostess gowns, pajamas 
and negligees creates an increased market 
for many beautiful slippers, designed for 
wear with these costumes. 


Aristocrats of them all are gold and silver braided 
bridge slippers. These are made entirely of gold and 
silver straps, braided, and are lined with silver. kid. 
They are very new and are being sold for wear with 
the most elaborate hostess gowns (many of these 
being lace combinations) or with satin or velvet 
pajamas. Some of the young girls are buying these 
and other models of the elaborate bridge slipper 
family to wear for formal dress, but this custom is 
not approved by the style experts and is not recom- 
mended in the Little Boudoir Shop. 

Satin mules with back straps often come in white 
and are tinted according to the customer’s preference. 
Contrasts are in high favor right now—for instance 
peach with turquoise or French blue. Other slippers 
of this type are of crepe, some trimmed with gold. 

Some very new pajama sandals are made entirely 
of straps of braided leather. These are particularly 
suitable for wear with the more tailored negligees. 
Other tailored models are full slippers in kid in black 
and colors with different height heels. 

For strictly boudoir wear there are many slippers 
in quilted satin with or without heels, mules without 
back straps and kid slippers with rosettes and very 
low heels. 







Black or red back strap 
mules have a distinct 
place for wear with 
lounging pajama cos- 
tumes. 













If a customer is uncertain as to the entire outfit she 
should buy the salesgirls are ready with expert advice 
on this point, too. For instance, an ideal lounging 
costume for a business girl, it was suggested, consists 
of a black satin pajama outfit, heavily embroidered in 
red, and worn with black (or preferably with red) 
back strap mules. In order that this service may be 
really of value these girls are trained to keep up to 
the minute in all merchandise which accompanies their 
own special line. 

This little shop holds its own throughout the year 
and has none of the unfortunate seasonal slumps that 

[TURN TO PAGE 37, PLEASE] 
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This week we illustrate two 
very distinctive women’s shoe windows, both very 
simple in conception and execution, yet sufficiently 
unusual and appealing to attract favorable attention, 
first to the window and then to the shoes. These are 
the prime objectives of any good window display. 
And often they can be accomplished more readily by 
a simple display treatment than by one that is too 
complicated and strives too hard to win the notice 
of the prospective customer. 


For certain purposes, the 
window display _ that 
shows a few shoes in 
an environment of re- 
strained simplicity, ac- 
complishes the best re- 
sults. This is especially 
true when the object is 
to emphasize quality or 
style, and thus enhance 
the prestige of the 
house. This unsual win- 
dow by Saks-Fifth Ave- 
nue, New York, is an 
excellent example, show- 
ing three pairs of shoes 
in a jewel box setting, 
the frame and back- 
ground in black. 


The display man who tries to do too many things 
with a window at the same time is likely to fai! to 
accomplish much of anything. One strong impres- 
sion is better than half a dozen scattered ones, and 
in the selling of women’s shoes especially, it is often 
better policy to devote a window entirely to one class 
of shoes, for one use or purpose, rather than to at- 
tempt to show a little of everything the store jas 
in stock. 

Women nowadays buy shoes with use and put- 
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Off to the races! A smart showing of Summer shoes, including white footwear and sport patterns, used by Franklin Simon & Co., 


New 


York. The inclined platform shows the patterns to excellent advantage, while the use of a few accessories here and there relieves any 
tendency toward monotony. 


pose pretty definitely in mind. There is a growing 
trend in the same direction with regard to men, but 
thus far it has not assumed anything like the same 
importance. And so we believe that the display man 
can safely follow the principle that women’s shoe 
windows should, as a rule, stress a certain type of 
shoes, as, for example, sport types, walking and 
street shoes, afternoon footwear, evening and formai 
shoes, slippers for house wear and the like. 

Men’s shoe windows can be made much more com- 
prehensive without running the risk of scattering 
the customer’s interest, for men are natural born 
window shoppers and like to look over a large num- 
ber of ‘styles before entering a store. The average 
man’s natural aversion to shopping, his unwillingness 
to go into a store and try on a number of shoes with- 
out first definitely assuring himself that he will find 
what he wants, is another factor that adds force to 
this general rule. 

Of course this does not mean that the merchant 
should not devote a window now and then to some 
specialized promotion of certain styles or types of 
shoes, particularly when such a type has seasonable 
interest. It is an excellent thing at this time of year 
to devote a striking window display to men’s sport 
shoes, or white and sport shoes. We have observed 
a great many very interesting displays of this kind 
in New York during the past fortnight and if they 


are good they rarely fail to get interest. To have 
windows of this kind is undoubtedly the most effec- 
tive way of focusing attention on a certain class of 
merchandise that the store is anxious to push at a 
certain time or season. 

Often it is good business to have an occasional 
window that is even more narrowly specialized, as, 
for example, a golf shoe window in the Spring, a 
window of hunting boots in the Fall, windows de- 
voted to rubber footwear, house slippers, ete. 


The illustration of the 
Saks window at the beginning of this article shows a 
display of an altogether different type, which might 
he termed the prestige window, in that its purpose is 
primarily to create an impression of quality, beauty 
or style and thus enhance the reputation of the house 


which makes its appeal along these lines. Windows 
of this character can often achieve their best results 
by showing a very few shoes in a beautiful setting, 
marked by dignity and restraint. 

The Franklin Simon window, on the other hand, is 
an excellent example of the type of display that fea- 
tures various styles and types of shoes, suitable for a 
particular season, use or occasion. In this instance 
the window was a promotion of Summer shoes, with 
special emphasis on white footwear and sport types. 
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re sense is in the saddle in 
Washington and it will be some time before the shoe 
industry is asked to submit its agreement or code in 
the manufacturing field and the tanners in their field. 
The present plan at Washington is to work with six 
large and fundamental industries representing 65 
per cent of the employment power of this country. 
These basic industries are to be rapidly codified be- 
cause they can increase employment and wages. 

Some of the major industries are presenting codes 
that are about as free as a Chinese lady’s foot. They 
are all bound with regulations as to manufacturing 
practices, competitive controls and obligations as to 
price discounts, division of territory, etc. 

Washington will be forced to liberalize the recom- 
mendations of some of these associations for if they 
were accepted as is, no new companies could enter 
business, and all research, initiative, new methods, in- 
vention and industrial progress would be discouraged. 

Fortunately the leather industry and the shoe manu- 
facturing industry have in leadership men who be- 
lieve that the simpler the code, the more desirable 
and that nothing shall be done to paralyze initiative 
and industry. 

The drafts of the tanners’ code and the shoe 
manufacturers’ code, now in process of making, are 
models of common sense. Nothing that they will 
present will in any way “rub out” plants and busi- 
nesses that are honest and useful and the smallest 
plant need fear no harm—for real economic states- 
manship punctuates every paragraph as written. 
At the same time, these trade codes do not hold 
an “umbrella over inefficient plants.” The true 
laws of survival of the fittest will still have a play 
in the shoe business. Nothing in the codes inter- 
fere directly or indirectly with honest common 
sense practice at retail. 

Retailers generally should thank their lucky stars 
that they are in a free field of action but the question 
remains—how long will that continue. The day may 


Approach Codes With Common Sense 






come when the government may say: “Retailing «lso 
is an industry employing millions of people. We will 
have something to say about the number of hours 
clerks can work.” Then be prepared for a shorter 
retail sales day—for in many a store the merchant 
and clerks are on duty from 8 a. m. to 10 p. m.—six 
and seven days a week. 

The government may say the retailer is actually 
in interstate trade for that is true now in that the 
national chains have stores in many states. But even 
the term “‘intra-state” will not permit a man to do 
things that are unfairly competitive for the ruling 
may be made that goods coming from another state 
make the distributor subject to interstate laws. Some- 
one has said that the retailer in interstate business 
because his order, transmitted to a factory, is a con- 
tract across state lines. But these are possibilities o/ 
the future and not particularly pertinent now. 

The particular concern of retailers is the enlarze- 
ment of the purchasing power of the country and that 
seems to be in a far way nearing solution in major 
industries. 

We are fortunate in our trade to have tanning 
and manufacturing associations competent to be 
custodians of the responsibility of building the 
frame work for the new industrial cooperative 
spirit. We are likewise fortunate in a retailing 
fraternity very much in harmony with the other 
branches of the trade and willing to give volun- 
tary cooperation. Eventually there may be a co- 
ordinating committee of a vertical character cover- 
ing the entire industry from tanning to retailing. 

For the time being the important thing for the re- 
tailer is to cease worrying about something which 
concerns him little and to do a lot of thinking and 
planning and work in getting more shoes sold riglit. 
for every sale at retail means the possibility of au- 
other pair and that new pair of shoes means work 
and materials and profitable effort. 






poot AND 
yibimins 







s 








Every 
fitted 
reputi 
point 
sole si 


can g 


dollar 


The | 
struct 
servic 


hard 
Spec 













It 







,9T AND SHOE RECORDER 
ping THE SHoE Reraiwer, June 24, 1933 





or RAWCORD SOL 
in BOYS SHOES - 


La 


za ae AS a> 


"ag - 


OAS LEE OLE LE ADT LET SPD | a 





—> 


= 





“a = dedtecuastle 


make the best selling value 


longer wear and service 


Ci 
ODO. ee 











#934... BOYS’ full lined Tan Elk, 
RAWCORD sole and heel, 


Welt. 1/6 ...cccccscccecs $2.00 
BR/TBYE ncccvces eeccccce $1.80 
#634... Same in Men’s €, D, E..$2.15 


Catalog on request 
Albert H. Weinbrenner Co. 
Milwaukee, Wis. 





eo 


THERE’S PROFIT IN BOYS’ SHOES 


Every shoe merchant knows that when the boy is well 
fitted and in shoes that give long service, he is building his 
reputation with the boy’s Mother and Dad. The chief 
point of wear is the sole. The length of time that the 
sole stands up under the punishment that only a husky lad 
can give, determines the measure of value paid for in 
dollars and cents. 


The principle of building a sole and heel like the con- 
struction of cord tire cords on end explains the longer wear 
service under the friction of busy feet against gritty or 
hard surfaces. 


RAWCORD soles and heels have a “keen” appearance or 
style that appeals to the boy’s natural desire for that which 
is rugged. He likes their surefootedness, their flexibility. 
Coming from Sunday School he may want to run a race, 
match his jumping abiiity, or shin up a tree. RAWCORDS 
are slip-proof, waterproof. 


Just check up on your customers and note how much 
longer wear they give at no greater cost, just one of the 
reasons why GRO-CORD construction in soles has been 
adopted for shoes of Boy Scouts and Girl Scouts of 
America, and endorsed by safety engineers in many indus- 
tries where slipping hazards are great. 


Specify either GRO-CORD or RAWCORD soles and heels for one or more of your best numbers. More 
pleased customers will be the result! 


LIMA CORD SOLE AND HEEL COMPANY 
LIMA, OHIO 
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December Opening to Clarify 
Shoe Style and 


Price Picture 


ac ’ 

he announcement issued by 
President Selby of the National Boot and Shoe Manu- 
facturers Association, explaining the plans for the 
National Seasonal Opening to be held at the Hotel 
Commodore in New York, Dec. 5 to 8, 1933, has 
elicited a very favorable response,” according to a 
statement from the association, “both from manu- 
facturers who plan to exhibit and from retail shoe 
merchants who expect to attend.” The statement con- 
tinues : 

“This year’s Seasonal Opening will be the third 
annual event of its kind to be held at the Commodore 
under the direction of the National Boot and Shoe 
Manufacturers Association. When the project of 
holding an annual exhibition of this character was 
first undertaken two years ago, it was with the 
thought that such a Seasonal Opening, at such a time 
in the year, would have certain definite advantages 
for manufacturers and merchants alike. Chiefly it was 
felt that an opportunity for merchants to meet the 
representatives of manufacturers of the type of shoes 
they were accustomed to buy, and to inspect the lines 
carefully in an environment free from the distraction 
of other interests, with a chance to study and compare 
styles and price trends, would be welcomed by those 
merchants and buyers who are always eager for in- 
formation helpful to them in planning merchandising 
‘policies on the basis of complete knowledge. 

“It was also believed that the manufacturers would 
benefit by having an early reaction from retailers to 
their styles and lines for the coming season. The 
manufacturers would be able to modify their lines in 
accordance with the matured judgment of well in- 
formed retailers, and the retailers, in turn, would 
return to their stores with a sufficiently clear picture 
of the future trend to enable them to adjust their 
merchandising, sales and buying policies accordingly. 

“Thus the National Seasonal Opening would serve 
as a proving ground for new style ideas and a sta- 
bilizing influence, both as to styles and merchandising 
policies. It would afford a medium for that kind of 
intelligent planning on the part of the industry which 
is being everywhere recognized today as one of the 
foremost necessities in bringing the entire industrial 
structure of the country back to an equilibrium that 


A Timely Opportunity for Mer- 
chants to Acquaint Themselves 
with Trends Affecting Their Plans 


and Policies 


will eliminate many of the difficulties that have cn- 
tributed to existing problems and conditions. 

“So well were these purposes and expectations 
realized in the first National Seasonal Opening, held 
in 1931, that retailers and manufacturers who attended 
that exhibition were convinced of its constructive 
value, and it was recognized at once that here was a 
new influence, destined to become an institution in the 
industry because it was based upon sound principles. 
That feeling was evidenced in the expressions of 
many of the outstanding retail merchants and buyers 
who attended the first Seasonal Opening. It was 
strengthened when the second successful opening was 
held in December of last year; and thus the National 
Seasonal Opening appears to have become definitely 
established in the minds of thinking retail shoe mer- 
chants, and of manufacturers to whom they look jor 
the kinds of shoes they wish to sell, as an indispensa- 
ble aid in the intelligent conduct of their business. 


“This year more than 
in previous years, retailers will seek to fortify their 
position with early knowledge of future trends and 
will wish to avail themselves of every available bit of 
information that will help them chart their course for 
the future. Changed conditions that affect markets, 
merchandising and the entire industrial picture will 
make such information a necessity for the retailer and 
the retail buyer who seeks to plan intelligently for 
the future. Therefore it is believed that the oppor- 
tunity which the National Seasonal Opening affords 
the merchant to clarify his ideas at a reasonably early 
date, and at a time and place that will permit him to 
give unhurried and undisturbed attention to the mat- 
ters in which he is most vitally interested, will be 
doubly welcomed. 

“The official days of the exhibition, as announced 
by President Selby, will be Tuesday, Wednesday, 
Thursday and Friday, Dec. 5, 6, 7 and 8. The Nation- 
al Boot and Shoe Manufacturers Association will 
hold its thirtieth annual convention on Monday, De. 
4. Display rooms will be available for the arrang- 

[TURN TO PAGE 38, PLEASE| 
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Selling the Man 
Who Appreciates 
GOOD SHOES 


By 
SAM H. BAILEY 














“THE OASIS’ \ 
COBB FARM. SO. TRURO, }h 
Breeders of Registered Guet 

Cattle \ 


RICHARD A. MAGEE, Prop. \\ \ 


February 8, 1933. \ 
Mr: Sam Bailey, 
Care Sam or gg Boot Shop, 
Miami, Florid 
Dear Bailey: 


Today I received your. post card 


informing me that you were still 
in the shoe business. It bas really 
given me some concern the. last 
few days trying to find where 
you were located. As I have 
bought shoes from you for the 
last seven years while you were 
connected with Sewell Bros.. it 
pleases me that I have found you 
agains 

Wil you kindly order for me 
two pairs of black Hanan sport 
shoes. as well as two pairs of 
tan low-cuts. You have a record 
‘of my size. 

With wishes for much success 
and kindest regards, I am 

Very truly yours. 
RICHARD A. MAGEE 

RAM-es 


Sam Bailey Boot Shop 


66 E. FLAGLER ST. 




















Miami, Fla. 





Mr. Sam Bailey, 
Sewell Bide., 

66 E. Flagler St., 
Miami. Fia. 


Dear Bailey: 

I, like many others. have been 
wondering where to secure 
Hanan shoes as you know I have 
worn them for a good many 
years. 

I am pleased to know you are 
te carry them in your Shoe de- 
partment and wish for you 
much success. 

Respectfully, 

FRANK SMATHERS, Attorney, 


First National Bank Bldg. 


Sam Bailey Boot Shop 


SEWELL BLDG. 


66 E. FLAGLER ST. 











SAM H. BAILEY 


When I started my own store 
I felt the best advertising approach, which would 
make the new venture register at once, would be to 
personalize and dramatize the store’s publicity. 

Having held the post of head of Sewell Bros. shoe 
department right here in Miami, Fla., for the past 
eight years, no great difficulty was experienced in 
obtaining some excellent testimonials from good 
friends and well satisfied customers. 

At the outset, names of men who stood well up in 
the business and professional world were used. The 
general caption of “Why I Am in the Shoe Busi- 
ness” was the touch which appealed to the imagina- 
tion of the public at large, for this new store was 
started when local and national conditions were at a 
low ebb. Right then was when people were getting 
out of business, if possible, so the advertising of a 
concern starting up in business received more than 
usual passing notice. 

Throughout the series we stressed the thought that 
the reason why I was in the retail shoe business was 
because of the friends made through furnishing good 
shoes, properly fitted. This store and the service of 

[TURN TO PAGE 39, PLEASE] 
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Offered ina NEW, 
EXCLUSIVE leather! 


Acain Hubschman has pro- 
duced an entirely new leather— 
Tandrite Calf Color No. 401 
Orianna (shown above) and 
Black No. 400 Orianna. A plump, 
boarded calfskin that is mel- 
low, staunch and sturdy, with 
a grained appearance. 


An all-weather, all-purpose calf- A N D R ; T E 


skin that, fortunately, is available 


in popular priced shoes that will A L F 
be ideal for Fall wear. 


E. HUBSCHMAN & SONS, INC., PHILA. 


TANNERS OF FINE CALF LEATHERS 


When writing advertisers please mention Boot and Shoe Recorder 








—_ white coats 
are worn by manager and employees 
of the United Shoe Stores Co., at 
1531 Curtis Street, Denver, Colo. 

In the belief that personal appear- 
ance counts for a lot in selling shoes 
just as in every other line, manager 
H. Berry adopted the unusual garb 
some time ago. He has found it a 
good one. According to Berry, the 
coats give the store employees a 
distinctive appearance that is highly 
valuable from an advertising stand- 
point. Because the coats are so dif- 
ferent from the outfits usually worn 
by shoe salesmen, people remember 
them and identify them with the 
store. 

A white coat also has something 
of a psychological effect on cus- 
tomers, the reason being white coats 
are in the minds of most people 
identified with professional men. The 
uniform gives the salesmen a certain 
added dignity in the public eye. 


"foray, |! YaR) 
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F or the benefit 


of his fellow merchants in other 
cities, who may be situated in or 
near a city that is now running 
a show called “Marathon Dance,” 
Samuel M. Levine gives the fol- 
lowing information on the success 
he has obtained through this 
source of advertising. 

Levine manages the Paterson, 
N. J., store of Uncle Sam’s Shoes, 
Inc. He tells me: 

“Before the start of this dance, 
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(OTHER PEOPLE'S IDEAS)| 


By HARRY R. TERHUNE 
FIELD EDITOR 





I was approached by a prominent 
couple of Paterson, who antici- 
pated entering this contest. The 
contest consists of about 50 coup- 
les, who dance, walk, sleep, and 
eat on the contest floor, continu- 
ously for 24 hours daily, until all 
couples on the floor are eliminated 
and one declared the winner; the 
Paterson Marathon lasting 122 
days. I sponsored this couple, at 
a salary of $15 per week, for each 
week they remained in this contest, 
for this salary, they wore sweaters 
with the store’s name on it, and 
the announcers mentioned the 
sponsor’s name each time over the 
broadcast, twice daily. This con- 
test attracted many thousands of 
people daily, and a tremendous ra- 
dio audience also. Advertising of 
this kind is the ‘human interest’ 
type, as many of the couples’ 
friends are interested, and the au- 
dience quickly picks a favorite. 
Fortunately, I picked the couple 
that won this contest, and one can 
imagine the interest that this 
caused. Business all during the 
three months that the contest 
lasted was brisk, and 80 per cent 
of all customers made some kind 
of remark about the marathon, 
showing that they were interested. 
People still discuss this show, even 
though it’s over almost a month. 
I heartily endorse this form of ad- 
vertising to any merchant that has 
the opportunity, beside the sport 
that’s derived from same.” 


Diet men’s shoe 
department, The Hess Shoe Store. 


Baltimore. 

A mother, her 17 year old son and a 
shoe fitter. 

Mother: A pair of black shoes for 
my boy. Something which he can wea: 
with his first Tuxedo and for regula: 
dress wear. 

Fitter: You bought him a nice Tux 
edo, didn’t you? 

Mother: Yes. 

Fitter: He will wear a regular dress 
shirt won’t he? 

Mother: Yes. 

Fitter: He will have the proper studs, 
collar, tie and black silk socks, won't 
he? 

Mother: Yes, of course. I see what 
you are driving at. Fit him up to a reg- 
ular pair of dress oxfords. 


‘Paeeds some interesting 
angles to the letter which R. J. Hunt 


got out to his trade. Mr. Hunt is 
manager of the shoe department for 
the Syndicate Clothing Co., Cedar 
Rapids, Iowa. His letter has a 
friendliness right from the start, so 
that the recipient is bound to read 
through to the end. 


Dear Mr. Hoblitzell: 


Do you know Mr. Cyril L. Kegler, 
president of the Bishop-Stoddard Cafe- 
teria Co.? 

He wears Nunn-Bush AN KLE- 
FASHIONED OXFORDS. Mr. 
Kegler said to me recently, “To be able 
to put on a brand new pair of shoes 
and be on one’s feet all day with the 
comfort of a ‘broken in’ pair is a 
revelation that I have personally ex- 
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WALK-OVER MINTO STRAP 


made of 


PRINCESS CALF 


This unusual strap pattern by Walk-Over, with its novel two-tone 

- braiding, is made of Princess light-weight black calf—the supple 
glove-like tannage originated by American Hide and Leather Com- 
pany and widely used in smart feminine foot wear. 


Both Princess Calf (black) and Rosebay Willow calf in authentic col- 
ors are prominent in today’s fashion shoes, because of their adaptabil- 
ity to smart patterns, economy and durability. 

The Walk-Over MINTO is also available in white with black and 
white braiding. 





MERICAN HIDE & LEATHER 
COMPANY 


BOSTON 


NEW YORK, N. Y. ST, LOUIS MILWAUKEE COLUMBUS PARIS, FRANCE 
LHICESTER, ENGLAND 
DOLLIVER AND BRO., SAN FRANCISCO 
AGENTS FOR THE PACIFIC COAST AND ORIENT 
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perienced with each new pair of Nunn- 
Bush shoes.” 

That’s the way our customers feel 
about Nunn-Bush shoes generally. For 
instance, Mr. C. F. Franklin, train 
master, tells me, “I have worn Nunn- 
Bush shoes since 1929 and can con- 
scientiously say that for real economy, 
comfort and satisfaction there are no 
shoes like them.” 

Do you know why Mr. Kegler and 
Mr. Franklin feel the way they do? 
It’s because Nunn-Bush shoes are made 
by salaried craftsmen, not hurried 
piece-workers. Slow measured produc- 
tion insures uniform quality and some 
forty extra operations are built into 
Nunn-Bush shoes for added comfort 
and lasting good looks. 

We want you to try on a pair of 
Nunn-Bush shoes. You can feel free 
to come to the store and do it with- 
out being urged to buy. But we do 
want you to see what really unusual 
shoes Nunn-Bush ANKLE-FASH- 
IONED OXFORDS are—how well 
they fit, how nice they look and feel. 
Your visit is very likely to result in 
the best pair of shoes you have ever 
owned, 





ihe Walk Over Shoe 


Company of Miami is not content 
to call a sale closed until an effort 
has been made to sell the customer 
something to go with the shoes just 
purchased. Mr. Trovillion, manager 
of the store, has discovered the big 
possibilities which lie in shoe find- 
ings. Polishes of many kinds, laces 
and such things had to be carried 
in stock anyway; why not highlight 
them and thereby increase sales vol- 
ume? And so in this store it is 
customary to suggest with each sale 
of shoes that a certain brand of 
cleaner has been secured for use on 
this particular grade of shoe. Usu- 
ally this sells the cleaner. The idea 
of having an extra pair of the par- 
ticular kind and shade of laces used 
in the shoe just purchased appeals to 
the average customer if the idea is 
suggested. And so another item is 
added to the bill. Shoe findings 
ought to be more than just a side 
issue in the retail shoe store, and by 
suggesting the second item it is pos- 
sible to increase the sales volume. 





To make a popular 
sport more popular, Brouwer’s in 
Milwaukee not only gives roller 
skates away free in the children’s 
shoe department with all purchases 
of $10.00, but gives skates to those 
store employees who will skate at 
least two miles a day. 





Hundreds of children have taken 
advantage of the offer, that’s not to 
be wondered at, for children have 
been consistant roller skaters for 
years. Sedate retail shoe salespersons, 
male and female, is something else 
again. Mr. Brouwer feels that if his 
organization experienced the bene- 
fits arising from the exercise of 
skating, that they would be healthier. 
So,—he gave skates to all who would 
use them. There is no pun implied 
in that previous sentence. 





—_a talks on 
shoes given before groups of high 
school and junior high school pupils 
by J. L. Fadely, buyer for the men’s 
shoe department at the Gano-Downs 
Co., Denver, have proved effective 
sales producers for the company and 
at the same time benefited the whole 
industry by making boys more “shoe- 
minded.” 

Fadely works with the boys’ cloth- 
ing department in the activity, his 
talks supplementing those made by 
the clothing buyer. The shoe depart- 
ment only recently took up the work, 
but the clothing buyer speaks before 
most of the junior high and high 
schools twice a year, so the idea has 
excellent possibilities for develop- 
ment. 

The school authorities select a time 
for the talks when the entire male 
student body can be present, and 
devote two entire periods to the 
Gano representatives. Several hun- 
dred boys are usually present for 
every address. 

Fadely takes up the various meth- 
ods of manufacturing shoes, showing 
how and why certain processes make 
one shoe give better service than an- 
other. He also goes into materials, 
stressing the differences in quality of 
various leathers. He further touches 
on current style trends and brings out 
what styles are best for certain types 
of people. All points are illustrated 
with samples. 

The whole program is built on the 
idea of impressing the importance of 
quality. The students are shown ina 
conclusive manner that it is econom- 
ical to pay a legitimate price for good 
shoes. 

Following Fadely’s talk, a period is 
given for questions. And, according 
to Fadely, the boys have plenty of 
them. 

“We have been agreeably surprised 
at the interest shown by these boys,” 
he declared. “It might seem that they 
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would consider lectures of this kind 
as dry and uninteresting, but the 
opposite has been the case. The boys 
we have addressed have shown a 
real interest in their appearance, and 
we feel that the shoe industry as a 
whole will do well to foster this 
interest through educational efforts.” 

The activity originated several 
years ago when the clothing buyer 
addressed a group of home economics 
teachers on style trends. Many oi 
the teachers requested him to talk 
before their students, and recently 
the shoe department was brought in. 





Fi you are looking 
for some method of increasing the 
average sale per customer in your 
footwear shop, take a tip from 
Burt’s of Buffalo which has a novel 
system for building up sales without 
any high pressure methods which 
might result in unfavorable consumer 
reaction. 

After a pair of shoes has been 
properly fitted and the sale has been 
made, the salesman returns to the 
customer with a novelty buckle price: 
at 35 cents, places it on the pumps 
and it has been found that a high 
percentage of customers buy the 
buckle. 

Returning to the customer again, 
the salesman brings an assortment of 
handbags priced at $1. These are in 
colors which harmonize with the 
footwear. They are in novelty styles 
which appeal to customers and ap- 
proximately 35 per cent of them 
make a purchase. 

Then the salesman takes the new 
pair of shoes to the wrapping counter 
in the front of the store and asks 
the customer to step forward for 
her package. When she arrives at 
the front of the store, she is intro- 
duced to a hosiery salesperson who 
already has a pair of matching 
hosiery ready to show to the cus- 
tomer, describing it in detail and 
oftentimes another sale is made. 

In this manner Burt’s introduces 
three other items of merchandise 
quickly and_ effectively without 
offending the customer but impress- 
ing her with the completeness of the 
store service. This helps to build up 
the average sale per customer with 
a corresponding increase in profits, 
the management reports. 


















1933 


kind 

the 
OVS 
n 3 
and 
iS a 


AND SHOE RECORDER ’ 
Boepining THe SHoE RETAILER, June 24, 1933 31 





Bring Crowds of Customers to Your Store With This Powerful 


“WIZEBUYER” 
IGN 


CLEARANCE CAMPA 


It has everything to put your Clear- 













ance across with a BANG! Timely 





Idea! Attention Value! Sales Punch! 





Complete Continuity! Human Inter- 


est plus Purse Appeal! 


The Complete $7 2 5 0 
Campaign, only aren 













MA WIZEBUYER SAYS: PA WIZEBUYER SAYS: 





We haven’t missed 


Wh e wh 
ras nen ett | THESE 12 FEATURES | cnc ic 


I’m very sure that To help you make 


You'll smile too! ARE INCLUDED ! Your Clearance click! 
a 


. Series of teaser ads in rhyme. 
Advance postcard announcement. 
Window display suggestions. 
Ideas for interior decoration. 
Copy, layout for sale announcement. 
Sketch and jingle contest. 

. Follow-up ad-copy—all in rhyme. 
. Reminder card for customers. 

. Sale package enclosure idea. 

10. Mats of four faces in two sizes. 

11. Showcard wording suggestions. 


12. Twelve 11x14 inch reproductions (3 
each of Wizebuyer family for display. 
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BUD WIZEBUYER 










SAYS: e SIS WIZEBUYER SAYS: 
We leave but little It hits the spot— 

For you to do, SOLD TO ONE STORE IN A CITY! | ts right on time— 
The plan’s complete Even the copy is 





All the way through! B E F | R ST ! 0 R D E R N ow! Written in rhyme. 


Ne 








R. E. ANDRUSS, c/o JOHN RILEY ASSOCIATES, 231 W. 39th St., New York City 





Our check for $12.50 is enclosed. Send us the complete “WIZEBUYER” Clearance Campaign. 
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Designate Trade Recovery Week 


Management of Boston Shoe Fair 


So Names Week of July 10 


I, Boston, July 10, 11 and 12, 1933, 
there will be offered to the shoe buyers of the United 
States the biggest and most complete Midsummer 
footwear ever held in the East, according to Thomas 
F, Anderson, secretary of the New England Shoe 
and Leather Association. 

This event will be the fourteenth annual Boston 
Shoe Fair, in its newly-reorganized national aspect, 
and for the first time under the joint direction of the 
New England Shoe and Leather Association (its 
originator), and the National Shoe Retailers’ Asso- 
ciation. 

Representative manufacturers of men’s, women’s 
and children’s shoes, to the number of several 
hundred, will display their lines in nine cooperating 
hotels — The Bradford, Brunswick, Copley-Plaza, 
Lenox, Parker House, Statler, Touraine, and West- 
minster—all well-known “shoe trade” hostelries. In 
addition, the Ritz-Carlton will accommodate visitors 
with sleeping accommodations. 

The other highlights of the three-days’ market-fair 
will include the following: 

Harbor Outing, New England Shore Dinner and 
Golf complimentary to visitin Shoe Buyers, under the 
auspices of the local Traveling Shoe Salesmen’s 
Organization Monday, July 10. 

Luncheon-Conference, at Hotel Statler, July 11, to 
discuss the National Industrial Recovery Act and in 
relation to manufacturers and distributors under the 
joint auspices of the sponsoring organizations and the 
National Association of Shoe Wholesalers—the most 
momentous question confronting all business men 
today. 

Round-Table Conferences for the discussion of 
Style and other questions, July 11. 

Semi-Annual Convention of the National Asso- 
ciation of Shoe Wholesalers, July 11. 

Outing, complimentary to visiting Ladies, July 11. 


Stncstena Display of Ancient 
and Modern Footwear by courtesy of the United 
Shoe Machinery Corporation, in Parlor “A,” Mez- 
zanine floor, Hotel Statler, July 10, 11 ad 12, and 
open to everyone. 

In short, three days of unprecedented buying 
opportunities at one of the most significant moments 
in the history of the Shoe industry ; of timely business 


counsel, and of attractive hospitalities. 

In addition, there will be innumerable opportunities 
for vacation side-trips to New England’s incompar- 
able seashore and mountain resorts. 

A special low round-trip railroad fare is available 
on the Certificate plan, particulars of which may be 
obtained from local agents, or from the management 
of the Boston Shoe Fair. 

The management of the Boston Shoe Fair and the 
various affiliated organizations are asking the trade 
to observe the week of July 10 as “National Shoe ani! 
Leather Recovery Week,” in recognition of th: 
herculean efforts of President Roosevelt to restore 
prosperity to the United States. 

It is believed that this timely suggestion will ap 
peal especially to retail shoe merchants, who are re 
quested to put in special window trims and cards an«| 
feature the observance in their local newspaper ad- 
vertising. é 


An important feature 
of the Fair program will be a general conference of 
the wholesale shoe trade under the auspices of the 
National Association of Shoe Wholesalers. This will 
be held July 11 and will give an opportunity for dis- 
cussions of some of the more pressing problems of 
this branch of the footwear trade, especially those 
related to the operations of the new Industrial Re- 
covery Act. The conference will be presided over by 
President Henry Bell, Jr., of Bell, Walt & Co., 
Philadelphia. 

As an example of the interest that is being taken 
in this year’s Boston Shoe Fair by the wholesalers, 
a strong endorsement of the enterprise by Maxwell 
P. Gaddis, sales-manager of the Boston Branch of 
the International Shoe Company and president of the 
Boston Boot and Shoe Club, has been received. 

A pleasant preliminary incident of the Fair was an 
informal luncheon given by the management June 13 
to the directors and committee chairmen of the Fair 
and local trade paper representatives. 

Major Charles T. Cahill, vice-president of the or- 
ganization, presided, and the chief speakers were Mr. 
J. Franklin McElwain, who explained the relation- 
ship of the new Industrial Recovery Act to the shoe 
industry, and James H. Stone, manager of the Na- 
tional Shoe Retailers’ Association, co-sponsor of the 
Fair. [TURN TO PAGE 38, PLEASE] 
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The New Relationship 


Between Manufacturers 
and Distributors 


Arising from the Enactment of the Industrial Recovery Act 
Will Be the Outstanding Theme of the Convention Conference 


at the 
14th ANNUAL 
BOSTON SHOE FAIR 
July 10-12 


No Retail or Wholesale Shoe Dealer Should Miss This 
Vitally Important Discussion! 





EVERYBODY Will Be at the Fair to Visit the 
Several Hundred Display Rooms, Participate 
in the Timely Conferences on the Industrial 
“New Deal,” and Enjoy the Bountiful Out- 
door Hospitality of the Occasion. 


DON’T FORGET TO AVAIL YOURSELF OF THE SPECIAL LOW 
RETURN RAILROAD FARE ON THE CERTIFICATE PLAN. 
Be Sure to Ask Your Local Agent About This. 


BOSTON SHOE FAIR, INC. 
166 ESSEX ST., BOSTON, MASS. 


All Retail Shoe Merchants in the United States Are 
Asked to Observe the Week of July 10 as “NATIONAL 
SHOE AND LEATHER RECOVERY WEEK,” in 
Honor of President Roosevelt and in Support of His Plans . 
for Economic Rehabilitation. This Can Best Be Done by 
the Use of Suitable Window Trims, Display Cards and 
Newspaper Advertising. Let Us All Work Together for 


Permanent Business Betterment! 
NATIONAL SHOE RETAILERS’ ASSOCIATION 
NATIONAL ASSOCIATION OF SHOE WHOLESALERS 
NATIONAL SHOE TRAVELERS’ ASSOCIATION 

NEW ENGLAND SHOE AND LEATHER ASSOCIATION 
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Conservatism on Price Policy 


Advised at 


Convention 


p ortland, Ore., June 20— 
President Davis M. Graham struck the keynote of 
the sixth annual convention of the Pacific Northwest 
Shoe Retailers Association, stressing the importance 
of increased volume of sales, better mark-up and re- 
duction in expenses. 

Buford H. Jones led a discussion on price outlook 
and advised retailers to be conservative, as doubtless 
price advances will be gradual, thus avoiding future 
heavy stock problems. 

Walker T. Dickerson lauded the fine spirit of co- 
operation here and stressed the need for greater 
membership in local and national organization. “Pub- 
licity and Advertising” were adequately handled by 
L. W. Smith. 

Registration was at least one-third heavier than at 
the previous convention. Manufacturers generally 
reported 40 to 50 per cent heavier buying, with from 
15 to 25 cents mark-up in higher priced lines. Price 
trends for Fall are expected to be gradually upward. 

Pauline Morgan, stylist, stressed principally that 
women’s shoes for Fall will carry shorter, rounder 
toes, but not blunt. Reptiles will continue popular 
with heaviest repeats in browns and blacks. 

In an important resolution, officers and directors 
were instructed to study and work in cooperation 
with the national in framing a code of fair practices. 
Gain for shoe retailers was seen in the benefits of the 
recovery act and all present were urged to bring the 
same to the attention of every shoe retailer and 
pledge themselves to assist in a membership cam- 
paign, that the association may be adequately repre- 
sentative of shoe retailers in this section. Further 
resolutions thanked various committees and _ trade 
journals for cooperation, also the Committee on Style 
Show, Travelers’ Fraternity, without whose coopera- 
tion the gratifying success of the convention could not 
have been consummated. The convention thanked 
Miss Morgan and ordered a copy of the resolution 
sent to amalgamated leather companies, also thanked 
“Mac” MacDonald for his gracious act in providing 
roses for all at the conventicn. He was unable to 
attend. 

New officers were elected as follows: President, 
O. E. Thorp, Seattle; vice-president, Everett Nord- 
strom, Seattle; treasurer, Steve Wochos, Portland; 


Retailers of Pacific Northwest Told 
Portland That Increases Will Be Gradual 


secretary, Jack Conley, Seattle; acting secretary- 
manager, Edward A. MacLean, Portland; vice-presi- 
dents, Lloyd Hill, Spokane, Wash.; George King, 
Salem, Ore.; Fred T. Burnett, Boise, Idaho; Clcll 
Smithers, Helena, Mont. 

New directors, two years, Clifford McDonald, Ta- 
coma; Mark Yeackel, Yakima; Henry Waters, Port- 
land; A. H. Pessemier, Boise; Roy Thistlewaite, 
Helena; Arthur Rae, Vancouver. H. R. Shaver, of 
Boise, Ida., was elected director for one year on a:- 
count of member resignation. Four dealers fron 
Boise, Ida., traveling longest distance, divided the 
prize furnished by Enna Jettick. 


Representatives were given most cordial 
reception in the city by Mayor George Baker, also 
Mayor-elect Joseph Carson, former shoeman. Wil 
Knight, known as Portland’s foremost citizen, in a 
happy address, appreciated with heavy applause, told 
the convention: “Let’s be partners in plans under the 
new deal and carry it out. Let’s continue to believe 
in manufacturers and their representatives and en- 
gender that belief in the public. Mutual trust is all 
important now and all will be amply repaid.” He 
stressed more team work, wider vision and increased 
membership in local and national. 

At the sixth annual convention of the Pacific 
Northwest Shoe Travelers’ Association, held at the 
Multnomah Hotel with a representative number of the 
shoe fraternity from the leading factories in attend- 
ance, the following were named as the new officers 
of this organization for the ensuing year: 


Allen K. Umphrey, “Vitality Shoes,” president, 3602 43 
Avenue, N. E., Seattle. 
George Gross, Washington Shoe Co., vice-president, Seattl: 


Wash. 
Edward A. MacLean, reelected secretary, 445 Sherlock Bldg 


Portland, Ore. 

Uppermost in the minds of the travelers at present 
is the big subject of price and indications point to a 
decidedly upward trend in many lines. Displays, as 
usual, were many and varied. 

Registration on the opening day included the follow- 
ing, the list being greatly ee on succeeding 
days: 

Gon L. Arbuckle, Arbuckle-King & Co., Salem, Ore. 


V. Butler, Butler Shoe Co., Portland. 
Sans H. Buchanan, Buster Brown Shoe Co., Tacoma, Wash 


[TURN TO PAGE 37, PLEASE] 
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a Kangaroo is the strongest leather used in shoes today; 17% N 
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The FITTING RULE 


. .RETAIL 


Ai A _AU/ALIMANHD 








QUESTION —A Miami profes- 
sor is quoted as saying that there 
is not $100 worth of Kangaroo 
leather imported annually in this 
country. Please advise if this is so. 
If it is mot so, where does the 
Kangaroo leather come from that ts 
used in manufacturing genuine 
Kangaroo shoes? 

J. J. S., Greenvitie, Onto. 


ANSWER: (By a tanner). Mr. 
S. is correct, relative to the small 
importation of Kangaroo leather. 

Kangaroos are wild animals, 
found solely in Australia. About 
50 years ago, an American tanner 
conceived the idea that the skins of 
these animals would be suited for 
leather. This pioneer tanned some 
of these skins, and found ,that it 
made an exceptionally fine leather 
for shoes. Kangaroo leather has the 
soft, pliable characteristics of kid, 
but is much stronger. It has the 
greatest tensile strength of any 
leather made. 

The available supply of Kangaroo 
skins in Australia amounts to about 
1,500,000 skins annually. About 95 
per cent of these raw skins are im- 
ported into the United States to be 
made into leather by three Ameri- 
can tanners. Mr. S.’s observation ap- 
plied to finished Kangaroo leather, 
and not the the raw skins. 

Kangaroo leather differs from 
most other leathers in having a par- 
ticularly tightly woven skin struc- 
ture, the whole substance consist- 
ing of a mass of closely inter- 
twined fibres running in all direc- 
tions. This peculiar structure gives 
the leather its exceptional strength. 
It possesses a very tight, fine grain 
that makes very attractive-looking 
shoes, which give remarkable com- 
fort and service. The leather does 
not scuff, chip or crack as readily 
as other leathers. 

It might be well to mention that 
the tanning of Kangaroo skins re- 
quires a most skillful treatment. The 
ingenuity and skill of these Ameri- 
can tanners account for the fact that 
such a large proportion of the avail- 
able Kangaroo skins is imported and 
tanned here. 


Many questions relative to the science of 
expert shoe fitting come to the Recorder. A 
few recently received are given, together with 
the reply suggested by an able retail shoeman. 

The Recorder welcomes such questions, and 
will endeavor to furnish logical and satisfactory 
answers, so far as possible. 


QUESTION—Would you please 
explain the causes of swelling? 
How would you account for swollen 
feet and ankles? How would you 
fit shoes to relieve such a condition? 


M. L.S. Texas. 


ANSWER: “Oedema,” or swell- 
ing of the feet and ankles, may be 
attributed to heart disease, kidney 
disease, or to improperly fitted shoes. 
If the swelling is caused by the lat- 
ter, correction may be had by re- 
moving the cause. 

Medical authorities describe oedma 
or swelling as an excess of water 
which is present in the tissues of the 
body and usually settles in the lower 
extremities. When due to a heart 
disease the swelling is most notice- 
able at night after a person has been 
on his feet all day, while swelling 
that is due to a kidney condition is 
not affected by the time of day for it 
is always present. 

Every successful shoe fitter should 
be capable of recognizing symptoms 
so as to be able to advise customers 
to see his or her family physician, 
rather than depending on shoe fit- 
ting alone as a cure-all remedy. 
When referring customers to a phy- 
sician you are relieving yourself of 
responsibility and doing your cus- 
tomer a friendly turn, which is al- 
most always amply rewarded in the 
long run. It is detrimental as well 
as unethical to even attempt to 
handle problems that require medical 
care, for it undermines confidence. 


QUESTION —We have sever: 
pairs of ladies’ white kid pumps wi |; 
rust spots on them caused by me: 
price clips which got wet. Plea 
send information as to how to ta 
these rust spots out. 

J. W. K., Iowa. 


ANSWER: (By a well know: 
dressing manufacturer). During the 
20 years of my work with the tan 
ners, shoe manufacturers and shoe 
retailers, I have yet to find any solu- 
tion to the problem of removing ru 
from leather or fabric which is er 
tirely satisfactory. 

In our own laboratories we hav: 
made countless experiments wit! 
different acids, alkalies and othe: 
chemicals that have been recom- 
mended to us and which prescrip- 
tions we had read in our chemica! 
reports, etc. 

I mention the above so that yor 
will know we have given conside: 
able thought to this matter, and the 
only solution which we have com: 
to is as follows: 

Removing Rust Stains From 
Leather : 


With a very fine sandpaper re 
move the rust stain from the leathe: 
—then with a fine brush apply White 
Leather Finish, letting it soak into 
the leather and when dry rub lightl) 
with a soft cloth. 

Repeat the operation if necessary 

In removing rust stains from 
cloth, the above of course will not 
work out and therefore we hav: 
handled that problem as follows: 

Removing Rust Stains From 
White Cloth: 

Loosen up the spot upon whicl: 
the rust has stained with a pin o1 
needle, brush off all of the loose 
rust that is possible and then appl 
with a camel hair brush some white 
leather lacquer (white celluloid com- 
pound greatly diluted). This will 
cover up the rust spot and give a 
white finish to the fabric which will 
wear quite as well as the rest of the 
shoe and will not come off by con- 
stant cleaning. 
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Slippers—Year’ Round Profit Item 


| 


[CONTINUED FROM PAGE 19] 


specialty departments are sometimes 
heir to. Vacations offer opportunity 
to stock up home-from-college girls 
and the woman who is going away on 
a vacation. Besides pressing such sea- 
sonal activities a plan was adopted last 
year tc increase Summer business in 
the Lit:le Boudoir Shop which proved 
ssful that it is being followed 
nis year. 

around the corner are several 
counters which are used to fea- 
expensive sport sandals which 
n price from $1.95 to $4.00. 
The Boudoir Shop girls take care of 
this merchandise also and the two 
types of merchandise make a splendid 
and profitable tie-up. Customers who 
come to buy boudoir or leisure-hour 
footwear are also shown these Summer 
sandals for wear with house dresses, 
either in or out of doors, around home 
as a pleasant change from the type of 
indoor footwear preferred during the 
Winter months. 

Sales talk emphasizes the pleasure 
the customer will have by investing in 
several pairs of these inexpensive san- 
dals to match different home dresses. 
This in no way interferes with the reg- 
ular boudoir shop trade as the types 
of footwear are definitely different. 
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Nor does it draw from the trade in 
the regular sports section but simply 
provides for added sales. 

The display here right now includes 
linen sandals in white with various col- 
ored trims and in all-color linens, un- 
lined pigskins, sandals with and with- 
out rubber soles and various oxfords. 
Models have many interesting details 
that make good sales talk for the bou- 
doir girls. Narrow sizes are carried. 

A special novelty being featured in 
the Boudoir Shop right now are some | 
very new “corduroy scuffs,” which | 
come in red, black and sharp blue. | 


Conservatism on Price Policy 
Advised at Convention 
_ (CONTINUED FROM PAGE 34) 


Benny B. Bloom, Broadway Boot Shop, 
Portland, Ore. 

Bevan Davies, Butler Shoe Co., Portland, 
re. 

George Gunn, Gunn-Critzer Co., Spokane, 
Wash. 

Cc. Greer, 
land, Ore. 

Benton 
Portland. 

W. H 


Olds Wortman & King, Port- | 


Shoe Co., | 
Ta- 


Co., | 
| 


Hargraves, Weinberg 
Harbke, Phillips 
Wash. 
A. Holt, 
Eugene. 
Clyde H. 
Wash. 


Shoe Co., 
2oma, 
H. Shoe 


Buster Brown 


Jones, Saad Bros., Spokane, | 


| Co., Portland. 
| Providence, R. 


| Co., Portland, Ore. 
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Geo. M. King, Buster Brown Shoe Co., 
Salem, Ore. 

Robert M. McHugh, 
Co., Aberdeen, Wash. 

Will A. Knight (Of Course), Knight Shoe 
Co., Portland, Ore. 

Dave Klinesmith, Bros. 
Store, Seattle, Wash. 

. W. Manerud, 
Co., Seattle. 

Earl Morgan, 
Aberdeen, Wash. 

Sam Nudelman, Reliable Shoe Co., 
land. 

Ray Rice, Adam Moorse Shoe Co., Aber- 
jeen, ash, 

Oscar Olman, c/o Olman-Rosenfeld, Inc., 
Bedell’s, Portland, Ore. 

E. R. Schmidt, Knight 
land. 

. Swike, Barron Shoe Co., Portland. 

*. K. Haskell, Boot & SHOE RECORDER, 
Portland, Ore. 

George Supina, 
couver, Wash. 

O. E. Thorp, Turrell’s, Seattle. 

Charles Wilson, Frederick & 
Seattle. 

Steve Wochos, Peacock Shoe Silon, Lip- 
man Wolfe, Portland, Ore. 

Travelers: 

E. L. Price, Richland Shoe Co., Nashville, 


Adam-Moore Shoe 
Rhodes Dept. 
McDougall, Southwick 
Brown-Elmore Shoe Co., 


Port- 


Shoe Co., Port- 


Imperial Shoe Co., Van- 


Nelson, 


| Tenn. 


Charles W. Ackerson, Weinberg Shoe 


M. C. Wissman, Everett & Barron Co., 
I 


Miss Blanch Watkins, U. S. Shoe Polish 


J. G. Taylor, Walker T. Dickerson Co., 


| Columbus, Ohio. 


Theodore Tsefalas, U. S. Shoe Polish Co., 


| Portland, Ore. 


A. A. Soule, Musebeck Shoe Co., Danville, 
Ill. 

Chas. J. Sabine, Abbott 
Bass & Co., Wilton, Mo. 

Harry O. Rice, Robinson-Bynon-Auburn, 
N. Y., also D. B. Shoe Co., Los Angeles. 

M. E. Briggs, president, D. B. Shoe Co., 
Los Angeles, Cal. 

F. W. Bulger, 
(retailer). 

Emil Goldman, Dunn & McCarthy, Au- 
burn, N. Y 


& Co. & HH. 


Baxter’s Shoes, Seattle 


< __ fea i NEW 


PIED 


PIPER 


DEAL 


TO BE ANNOUNCED JULY | 


Maiathon Shoe Co) 





WAUSAU 


, WISCONSIN 
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December Opening to Clarify 


[CONTINUED FROM PAGE 24] 


ing of exhibits Monday evening, after 
the conclusion of the business sessions 
of the convention. The thirtieth annual 
banquet of the association will be held 
Thursday evening, Dec. 7. Tickets for 
the dinner will be $10, instead of $15, 
as heretofore. 

“The same policy of publishing regis- 
tration fees and room rates for all 
rooms will be followed this year as in 
the past, so that exhibitors may know 
that the same rates are being paid by 
all. Rooms will be assigned strictly in 
the order of the receipt of applications, 
when accompanied by checks for one 
half of the amount of registration fee. 

“It is the purpose of the association 
to conduct the entire undertaking in an 
economical manner, to give all manu- 
facturers equal opportunity in the ad- 
vantageous presentation of their styles 
and merchandise and to avoid the ap- 





pearance of any one manufacturer 
dominating the exhibition on any par- 
ticular floor. Exhibitors will be limited | 
to not more than three display rooms 
each, as in previous years. No officers 
or members of the association, staff or 
management will be permitted free | 
rooms or gratuities of any description. | 
“Non-members of the association, | 


space, subject to an entrance fee of 
$25 and acceptance on the part of the 
association. The association reserves 
the right to decline any application. 
No solicitors or salesmen will be em- 
ployed and no commissions will be paid 
for the selling of space. Manufacturers 
who wish to make reservations should 
write to Miss Ruth S. Freeman, Secre- 
tary of the National Boot and Shoe 
Manufacturers, Association, 2812 
Chrysler Building, New York City.” 





Modern Baltimore Store 


BALTIMORE, Mp.—The opening of the 
Vanity Smart Shoes shop, 206 West 
Lexington Street has given this city an 
attractive addition to the exclusive re- 
tail shoe field. The appointments and 
arrangements, including lighting fix- 
tures, are modern in every respect, 
rendering an atmosphere that appeals 
to a discriminating clientele. The win- 
dow displays are effective and sales- 
appealing. 





Croft Opens in Hardwick 


HARDWICK, VT.—C. B. Croft has 
cpened a retail shoe store in the build- 


Designate Trade Recovery Week 


[CONTINUED FROM PAGE 32] 


Mr. Stone, after explaining the rea. 
sons that led to the close association of 
the two organizations in the manage. 
ment of the Boston Shoe Fair, pre- 
dicted that the latter would become one 
of the two outstanding yearly market- 
fairs of the industry. 

Secretary Thomas F. Anderson re- 
ported a gratifying enrollment of «x. 
hibitors to date—larger than the to:al 
number in the 1932 Fair on the day it 
opened—and stated that the usual fine 
cooperation is being given by the scy- 
eral associations of shoe travelers in 
charge of the hospitality program. 

Treasurer Charles C. Hoyt and 1. 
P. McNulty also spoke. 

A letter from President Roosevelt 
was read, in which he expressed his 
cordial appreciation of the cooperation 
tendered him by the various associi- 
tions affiliated with the Boston Shoe 
Fair. 

The Executive Committee, in general 
charge of the Boston Shoe Fair, is 
composed of Thomas F. Anderson, sec- 
retary; Charles C. Hoyt, Maj. Charles 
T. Cahill and James H. Stone. 

Indications point to a large attend- 
ance at this year’s Fair, as it is ex- 
pected that the rising market and in- 





who are connected with the industry, | ing known as the Old Hardwick De- | creasing demand for merchandise will 


may make application for exhibition 


partment store. 


| stimulate interest. 



























retailers and 


the Shoe 
York . 
trade . 


Under one roof ... the showrooms 
of the shoe industry’s leading man- 
ufacturers ... 


visit, may learn all that is new and 
smart in the shoe world. : 

The coming season’s outstanding 
shoe styles are on display now at 
Buying Centre in New 
. the crossroads of the 
. . the Marbridye Building. 
Come and see them bef: ~ 








NAMES 





Shop the Mar- 


bridge Building — 
Headquarters for WHO M 
Value and Style MANUF 


TRADE 


BOOT 


easily accessible to 


buyers, who, in one 


you buy! 





USE THE 


BOOT ann SHOE RECORDER 


TRADE MARK SERVICE 


A COMPLETE LIST OF THE TRADE 


OF THE SHOE, LEATHER 


AND ALLIED INDUSTRIES IS ON 
FILE AT THIS OFFICE FOR THE 
CONVENIENCE OF RETAILERS 


AY BE LOOKING FOR THE 
ACTURER OF A CERTAIN 
NAME. 


uo SHOE RECORDER 


TRADE MARK SERVICE 


239 WEST 39th ST. 


NEW YORK, N. Y. 
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Selling the Man Who Appre- 
ciates Good Shoes 


[CONTINUED FROM PAGE 26] 


this store is dedicated to the man who 
sti!! believes in good shoes. It was to 
these thinking men that all the store’s 
publicity was directed. 

ach succeeding month that the 
store has been open, has been sufficient 
pr of as to the wisdom of this course. 
Kiidly words of encouragement from 
fricnds are nice to listen to, but when 
these sentiments are recorded on the 
cach register, they have a much 
sw eter sound. And the men of this 
community have certainly responded 
handsomely to all the newspaper and 
direct advertising coming from this 
est blishment. 

\iong when the store first started, 
it -eemed that every man was looking 
for cheap shoes. Now the swing has 
come the other way and we have men 
walking in who will pick up a shoe and 
say, “Now, this is what I call a shoe.” 
Then it is that our faith still rings 
true, for we know that good shoes are 
very much appreciated. 

On opening a shoe department for 
men, my aim was to offer shoes that 
had character, which, when bought, 
would give such satisfaction that the 
wearer would remember me when in 
need of more shoes. I was buyer for 
several years for a firm that carried 
the best obtainable merchandise in 
every department. We missed a good 
many sales by not having cheaper 
merchandise at first but never heard a 
complaint that the article bought failed 
to give satisfaction. 

When a man tells you he has worn 
no other make shoe than such and such, 
for five years, ten years and sometimes 
longer, you are convinced that he got 
satisfaction or else he wouldn’t repeat. 
Your opinion is at once that this means 
holding trade or that the trade is not 
fooled by the many short-lived, just 
as good shoes at a much lower price. 

For the last three years trying to 
carry on with good merchandise has 
been hard for both retailers and manu- 
facturers, but nevertheless the time 
has come when the man who now 
wears a shoe that he knows does not 
fit or is not what he is accustomed to, 
will gladly return to good shoes. 

Trying to reach the man who is still 
able to buy good shoes is not such an 
easy job. He has been tempted by 
“Why pay more?” and when his in- 
come was greatly reduced and he felt 
the need to economize, he should be 
warned that cheap shoes fail to satisfy 
in more ways than: most other cheap 
things. A cheap hat, suit, socks or 
any other wearing apparel can be 
worn without so much discomfort, but 
feet once accustomed to good shoes will 
rebel in cheap shoes. 

I recently got out a card to 1000 





professional men, doctors, lawyers and 
such, and the result was very satisfac- 
tory. These men know that in order 
to stand hours on their feet, they must 
be properly shod to give the necessary 
job all their attention. A shoe that is 
uncomfortable takes away a big per- 
centage of one’s mental efficiency. 

When I mention cheap shoes, I do 
not mean that all shoes under $10 
should be classed as such, but shoe 
buyers of experience know what is 
meant by cheap shoes: Shoes that are 
made for a price, not properly lasted— 
shoes bought just to satisfy a demand 
for something for less money. 

There are many pairs of cheap shoes 
sold when a better shoe could have been 
sold if the salesman would only take 
the time to convince the buyer of the 
difference. 


Can Fashion Be Regimented? 
[CONTINUED FROM PAGE 17] 


low-the-leader. She wants to do as her 
neighbor does. 

But playing accepted types doesn’t 
mean the endless repetition of the same 
pattern, the slavish copying of someone 
else’s ideas. All the way down the line 
this Czar of ours would encourage in- 
dividuality within certain specified 
limits. For next Fall, for instance, 
there are endless variations of the 
seven eyelet oxfords, or of the Theo tie. 
Within these limits our average de- 
signer has plenty of opportunity to ex- 
press himself. We don’t have to wear 
uniforms to be in fashion. This isn’t 
Russia. Not yet. There is a golden 
mean between deadly standardization 
and the extravagant fashion merchan- 
dising of pre-crash days. Perhaps we 
can find the right kind of Czar, be he 
man or plan, to lead us to it! 





This Big Shoe Man Went 
to Market 


[CONTINUED FROM PAGE 15] 


trend is pretty sure to find himself out 
of the procession. Some merchants may 
not find it possible to make a tour of 
the markets in July. To them a few 
weeks later will come the traveling 
salesmen with the new lines, and they, 
too, will be afforded an opportunity to 
put themselves in touch with the newest 
developments in the world of shoes. To 
them the RECORDER will bring reports 
of what happens in Boston during the 
Fair and in the various other trade 
centers during July. All in all, it prom- 
ises to be an interesting month for shoe 
men—and an exceedingly important 
one. 
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TWO 


CONSTANT COMFORT 
SHOES 


TO RETAIL AT 
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No. 757—-Black Kid, 14/3 Heel, 
AA to Bececc «teedqunkesehemeens $2.75 
No, 757-52—Same with 10/8 Heel, 


WG, Seccceuecicncedvasacaqeuud $2.75 


TO RETAIL AT 





A ers consce ee 
e 
CONSTANT COMFORT 





BEST KNOWN 
LINE OF TURNED COMFORT 
SHOES IN AMERICA 


WRITE FOR 
IN-STOCK CATALOG 





WILLIAMSON 





MAINE 


AUBURN 
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1 The GOODYEAR LOCKSTITCH 


GOODYEAR OUTSOLE RAPID LOCKSTITCH 
MACHINE — MODEL O 
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GOODYEA 
LOCKSTITC 


GIT LLL 





TH /, 











GOODYEAR attaches the sole to 
the welt on the outside of the shoe 











LOCKSTITCH 


seam for Sole Attaching is the seam of 
quality. It has stood the test of time. 
There are two outstanding lockstitch 


seams now in use on modern footwear. 


Dy 
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2 The LITTLEWAY LOCKSTITCH 


G/T SOLE STITCHING MACHINE 
— MODEL C 






LITTLE WAY 














Boot / 
sombir 








LOCKSTITCH 





LITTLEWAY attaches the sole, upper 
and insole on the inside of the shoe 





Tony 


LOCKSTITCH SEAMS are flexible and 
will hold securely all types of soles 


commonly used on footwear 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Seasonal Shoe 
Production Decline 


WASHINGTON, D. C.—The April, 
1933, production of 27,574,978 pairs of 
boots, shoes and slippers other than 
rubber represented a seasonal decline 
of 3.5 per cent as compared with March 
(28,576,463 pairs), but an increase 
of 6.3 per cent over April of last year 
(25,945,784 pairs). The April pro- 
duction in Massachusetts rose from 
6,392,590 pairs in March to 6,545,968 
pairs, an increase of 2.4 per cent, and 
Wisconsin from 1,397,882 to 1,459,449 
pairs, an increase of 4.4 per cent; all 
other important shoe manufacturing 
States shared in the customary sea- 
sonal decline. 

During the first four months of 1933 
the production of boots, shoes and 
slippers (other than rubber) totaled 
105,252,664 pairs, an increase of 1.4 
per cent over the output during the 
corresponding period of 1932 (103,- 
804,944 pairs) and exceeded 1931 
(103,111,390 pairs) by approximately 
2,000,000 pairs. 

Production of women’s shoes dropped 
from 438,560,476 pairs in 1929 to 42,- 
508,215 pairs in 1930 and continued to 
decrease in 1931 to 40,147,203 pairs; 
a slight increase prevailed in 1932 with 
output of 40,761,754 pairs and this rose 
in 1933 to 42,925,202 pairs, or 5.3 per 
cent. Similar pick-up is reported in 
| the quantity of men’s footwear manu- 
factured, which dropped from 29,383,- 
317 pairs in 1929 to 28,367,456 pairs 
in 1930; 23,833,075 pairs in 1931; 23,- 
016,933 pairs in 1932 and rose to 24,- 
909,375 pairs in 1933. This increase 
applied to the dress, also to the work 
shoes, 

Massachusetts continues to hold first 
place in the quantity of boots, shoes 
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and slippers (other than rubber) man- 
ufactured and in 1933 supplied 23.3 per 


| cent of the total or 24,517,204 pairs; 


New York produced 21,111,814 pairs, 

or 20.5 per cent; and Missouri 12,514,- 

907 pairs, or 11.9 per cent. 
PRODUCTION OF BOOTS AND SHOES 


PRODUCTION OF FOOTWEAR, OTHER THAN RUBBER 
1933 1932 AND 1931 











JUNE 


GiElel sia 
213181218 


JULY 


q) 2) 3/813 

Other important shoe producing 
States reported: Illinois 17,735,212 
pairs;, New Hampshire 7,095,375 pairs; 
Maine 6,364,482 pairs; Pennsylvania 
5,559,968 pairs; Wisconsin 5,417,576 
pairs; Ohio 4,508,761 pairs, and other 
States 10,427,365 pairs. As compared 
with the output during the first four 
months of 1932 the following increases 
were noted in 1933: Missouri 2.9 per 
cent; New York 1.2 per cent; Ohio 
17.3 per cent; Pennsylvania 3.1 per 
cent; and Wisconsin 17.3 per cent, re- 
ports Arthur B. Butman, Chief, Shoe 
and Leather Division of the Depart- 
ment of Commerce. 


Louisville Cheerful 


LOUISVILLE—Conditions in the retail 
shoe trade in Louisville are decidedly 
cheering. The Boston Shoe Store is 
doing such satisfactory business that 





| 
| 
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EVERY WEEK 








they have placed larger orders for Fall 


| stock than they have done for several 


years. The Bon Ton reports their May 


| sales greater than those for Easter and 


a 25 per cent increase over those of 
May last year. Byck’s is doing an ex- 
cellent business and Herman Straus & 
Company Shoe Department, is still 
holding up to a good selling average, 
though the firm recently went on a 
cash basis for all merchandise. 

All stores reported a splendid sell- 
ing of white shves, this being the 
biggest white season in several years, 
the new white sport shoes being espe- 
cially popular. 





Payroll Gains in Maryland 


BALTIMORE, Mp.—The shoe industry 
is among the several industries to reg- 
ister payroll gains during the month of 
May over April, according to Dr. J. 
Insley, commissioner of labor and sta- 
tistics. The leather products indus- 
tries other than boots and shoes also 
showed increases in wages for the 
month though there was no change in 
employment. 

The hosiery industry was among the 
27 industries to show increases both in 
employment and earnings during the 
period. It helped in effecting a 1.2 per 
cent increase in employment and a 7 
per cent increase in wages. 





“Seems Like Old Times” 


AuBuURN, Me.—R. P. Boothby, vice- 
president of the Ault-Williamson Shoe 
Co., reports that orders received have 
necessitated increased production on 
three different occasions—all very re- 
cent. 

“Our factory,” he says, “is full of 
shoes. We have advanced prices 
enough to take care of price increases 
we have paid for materials—and have 
just announced an advance in wages. 
It seems like old times—with turn 
shoes back to the front.” 
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DEPARTMENT STORE SALES IN MAY, 1933 
aa 
WASHINGTON, D. C.— Preliminary 
figures on the value of department 
store sales show an increase from April 
to May of about the estimated seasonal 
0. H. HASSEL amount. The Federal Reserve Board’s 
of index, which makes allowance both for ing day this year than last, the de. 
number of business days and for usual crease from last year is about 6 per 
HASSEL’S seasonal changes, was 68 in May on cent. The aggregate for the first five 
SHOES, INC. the basis of the 1923-1925 average as months.of the year was 18 per ent 
CHICAGO, 
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$ 
As One Merchant 
to Another 


— 


Opens 

BALT 
Shoe C 
a seco! 
July, F 
located 
where 
cupicd. 
be mac 
lation 
and ot 
to ma’ 


Number of ~ 
reporting * 
stores ities only 
43 North 
the ™ 


In comparison with a year ago the 
value of sales for May, accordin:: to 
preliminary figures, was 2 per cent 
smaller; when allowance is made for 
the fact that there was one more t:ad- 


100, compared with 67 in April and smaller than last year. 
57 in March. 


says: PERCENTAGE INCREASE OR DECREASE FROM A YEAR AGO 
January 1 


to 
May 31 
—18 


“We try to buy insur- “ 
ance with the same care rd 


that we purchase our Federal reserve district: 


shoes. 


“Starting carefully with 
a modest policy, we have 
added yearly and now 
carry all of our fire, li- 
ability and automobile 
insurance in the Nation- 
al Retailers Mutual In- 
surance Company and 
its associate, the Lum- 
bermens Mutual Casual- 
ty Company. 


“Careful investigation of 
the assets of your com- 
pany caused us to do 
this. For ourselves, as 
well as for other mer- 
chants, we feel that a sav- 
ing of 25% in premium 
cost is worth-while, when 
net profits are  consid- 
ered.” 


This million dollar, legal reserve, 
mutual insurance company writes 
Fire insurance and allied lines for 
high-grade shoe merchants under 
dividend-paying policies 


Write us 
about your 
Automobile, 
Casualty 
and Fire in- 
surance 
needs. No 
obligation is 
involved. 


NATIONAL RETAILERS 
MUTUAL INSURANCE 
COMPANY 


James S. Kemper, President 
Mutual Insurance Building, 
Chicago, U.S. A. 
Nationwide Service Facilities 


ON YOUR 


Facy 


SAVING 


Boston 


Philadelphia 
Cleveland 
Richmond 

Atlanta 

Chicago 

St. Louis 
Minneapolis 
Kansas City 
Dallas 

San Francisco .... 
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HIDE FUTURES DOWNWARD 


New York—Hide futures values resumed the 
downward trend on the Commodity Exchange, 
Inc., last week, the active positions declining 
sharply the past few days and reflecting losses 
of approximately 1/2 cents a pound of from 145 
to 170 points for the period ending June 16. 
At the start of the week prices held up fairly 
well, but the downward trend which later pre- 
vailed in the securities and other commodity 
markets as a result of the unsettled foreign 
exchange situation brought forth a wave of 
profit taking and liquidation which forced the 
list steadily lower in the face of a steady spot 
market. Trading in domestic spot high was 
sluggish the greater part of last week. The 
Argentine hide market also ruled quiet and 
unchanged. 








Wholesale Prices Advance 


WASHINGTON, D. C.—The Bureau of 
Labor Statistics of the U. S. Depart- 
ment of Labor announces that its index 
number of wholesale prices for the 
week ending June 10 stands at 64.0 as 
compared with 63.8 for the week end- 
ing June 3, showing an increase of ap- 
proximately three-tenths of 1 per cent. 
These index numbers are derived from 
price quotations of 784 commodities, 
weighted according to the importance 
of each commodity and based on aver- 
age prices for the year 1926 as 100.0. 

In the classification, “Hides and 
Leather Products,” the index shows a 
steady rise of one full point each week 
for the past five weeks. The figure 
given for the week ending June 10 is 
80.9, while the average of all commodi- 





ties is only 64.0. 


Newark Reports Improved Trade 


NeEwaRK, N. J.—Newark is exper- 
iencing a sharp upturn in retail trade. 
All local department stores report bet- 
ter business for May than a year ago, 
and June gives indications of setting a 
record for the same period in several 
years. A. S. Cronheim, president of 
Hahne & Co., said yesterday that the 
company’s May business was the best 
in any month during the two years 
that he has been head of the establish- 
ment. 

William J. Wells, president of .. 
Bamberger & Co., reported a material 
improvement in business during May. 
Joseph E. Hanson, sales promotion 
manager of Kresge Department Store, 
declared the sales volume every day 
this month has been ahead of a year 
ago, and that May was an excellent 
month. 


Strong Financial Statement 


PORTSMOUTH, OHIOo—Net earning: 
for the Selby Shoe Co. for the year end- 
ing March 31 totaled $510,395, which 
after deducting preferred stock divi 
dend requirements equaled $1.88 pe: 
share on the common stock outstand 
ing. This compared with net earning. 
of $519,764 with earnings of $1.90 per 
share on the common stock in the pre 
vious year. 

The balance sheet shows a stron: 
financial position with current asset 
of $4,513,563 and current liabilitie: 
$626,946. Cash and governmental an 
other marketable securities at marke‘ 
value totaled $2,274,781. Working capi 





tal was stated at $3,886,617. 
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Opens Second Baitimore Branch 


BALTIMORE, Mp.—The W. L. Douglas 
Shoe Co. of Brockton, Mass., will open 
a second store in this city early in 
July, possibly about July 5. It will be 
located at 17 East Baltimore Street, 
where substantial quarters will be oc- 
cupicd. Extensive improvements will 
be made including shelving, and instal- 
lation of new modern chairs, footrests 
and other necessary fixtures, designed 
to make the establishment one of the 
finest exclusive shoe shops in the city. 

The Douglas concern now operates its 
only exclusive local branch at 123 
North Howard Street, which is under 
the management of Frank R. Daven- 
port. The new and second Douglas 
store will be larger than the one on 
Howard Street. The same line of foot- 
wear—men’s, women’s, children’s; will 
be carried at the new store as in the 
Howard Street establishment. 

The Howard Street store is in the 
heart of the shopping district. The 
Baltimore Street store will be in the 
recognized men’s wear shopping center. 
The two stores will greatly facilitate 
Douglas shoe service in the downtown 
district. 








Harry Lewis Opens New Store 


WASHINGTON, D. C.—Harry Lewis 
(owner of Harry’s Shoe Store as well 
as the shoe department of Bieber- 
Kaufman department store) has re- 
cently opened a still higher class store 
of a thoroughly modern character at 
802 Seventh Street, N. W., known as 
Lucky Shoe Shop. 

This store has three distinctive de- 
partments, men’s, women’s and chil- 
dren’s. The general interior layout 
features efficiency as well as the best 
offerings in display. 

The windows are extremely up-to- 
date and attractive, so constructed that 
the displays can be seen from any 
angle. Window dressing is done by the 
staff and is second to none in the city. 
Mr. Lewis, although only a young man 
as yet, has had 20 years’ shoe experi- 
ence, four years of which he has been 
in business for himself. 





Many New Cleveland Stores 


CLEVELAND, OHI0O—Retail shoe stores 
have been on the increase here during 
the improvement period of recent 
months. East Sixth Street, between 
Euclid Avenue and Superior Avenue, 
continues to uphold its reputation as 
“show row,” while a new active shoe 
center has been formulating on the 
north side of Euclid Avenue between 
East Sixth and Ninth Streets. Pros- 
pects under the new business deal have 
influenced a building up of retail areas 
which suffered the loss of tenants last 
year. 
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Has Successful Opening 


SPRINGFIELD, ILL.—Springfield’s new- 
est family shoe store, The Bootery, was 
formally opened to the public Satur- 
day, June 10. Free toys for the kid- 
dies as well as full-fashioned silk hose 
for the women were given free with 
purchases in each department on the 
opening day. A smart, modernistic 
store front greeted shoppers as they 
entered The Bootery. Both the ex- 
terior and interior have been renovated 
in the latest designs and equipment 
and furnishings are of the newest de- 


signs. 





New Department Store 


Sitver Sprines, Mp.—Rizik Bros., 
Inc., recently chartered to operate a 
general department store business, is 
a recent addition to the retail shoe 
field. The incorporators of the corpo- 
ration were Edgar C. Chiswell, L. Q. 
C. Lamar and Ray T. Waller, all of 
Washington, D. C. 





Consolidates Stores 


New CasTLE, Pa. — Wolf’s Smart 
Shop has opened at 224 East Washing- 
ton Street. The store handles women’s 
apparel of all kinds. The shoe depart- 
ment, formerly located in the Ladies 
store, 108 East -Washington Street, 
has been removed to the Smart Shop, 
and is being conducted as a separate 
department. 


Adds Unit to Chain 


Dover, OH1I0—J. R. Yelverton, gen- 
eral manager and buyer for the Bond 
Shoe Stores announced that a unit in 
that chain would be opened here. Yel- 
verton has just returned from St. Louis 
where he purchased a complete stock 
for the new store. 





DATES TO REMEMBER 


Independence Day ...............---- uly 4 
Boston Shoe Fair ............. July 10, 11, 12 
Friendship Day ................... August 6 

MMI re oe Sb corse Wee's ena oes September 4 
School Starts ...............-6- September 5 


Annual Convention, New York State Shoe 


Retailers Assn., Hotel Ten Eyck, Albany, 

} 6S eee September 11-12 
Fall Shoe Week .... ....... September 16-23 
Jewish New Year ......... ... September 21 
World Series Commence........... October 4 
Columbus Day .................. October 12 
Hallowe'en ................005: October 31 
Armistice Day ................ November 11 


Thanksgiving 

30th Annual Convention, National Boot and 
Shoe Manufacturers Association, Hotel Com- 
modore, New York ........... December 4 

National Season Opening, Hotel Commodore, 


Maw VOGK, ......ccccccceces December 5-8 
ee December 25 
New Year’s Day............. January 1, 1934 
National Shoe Retailers Annual Convention 

at St. Louis............. Jan. 8, 9, 10, 1934 
Northwestern Shoe Retailers Regional Associa- 

tion at Minneapolis. ...... Feb. 5, 6, 7, 1934 
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Retailers and Buyers— 







A Hot Summer Season is 
Ahead and Here's a "Hot 
Tip" for a Sales Promotion 
Effort That Will Bring 'Em 


900 CASES 
OF 
WHITE 
SEAMLESS 
PUMPS 


A Rare Opportunity to Buy 
Them and We Took Ad- 
vantage of it Knowing the 
Possibilities it has in Turn 


for You. 




























These attractive White 
Seamless Pumps at 


$1.40, less 2% 


represent the biggest value of 
the season. 



















The above patterns in Seamless 
Picque and Seamless Regent in 
wide range of sizes and widths 
AA's to C's—Wire or write 


Roger Bros. 


59 Lincoln Street 
Boston 
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WHERE TO BUY DRY SHOE BY ELECTRIC FANS TO PRESERVE COLOR 











Children’s Footwear 
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HE line that 

repeats — ev- 

erywhere. All qual- 
ity—with exclusive features. 
In Stock Catalog shows 150 
numbers. 


HERBST SHOE MFG. CO. 
MILWAUKEE, WIS. 


LANE BROS. CO., Boston, Mass. 
NEW ENGLAND STATES DISTRIBUTORS 





MRS. DAY’S IDEAL BABY SHOES 
infants’ Soft Seles. 
intermediates 
Flexibie Hard Soles. . 


Send for In- Btook 
Catalog 


MRS. DAY'S IDEAL BABY 
SHOE Co. 
Loeust St. Danvers, Mass. 











Sales of the correct cleaners for dif- It is an established fact that dry- 
ferent types of white leathers in sum- ing white shoes in the hot sun when 
SPORTINBAK | mer footwear are definitely on the in- they are still damp with the cleaner, 


crease along with increased volume on _ is not always the best method to en- 
FLEXIBLE | summer footwear and white shoes. courage the longer life of the leather, 
ANKLE SUPPORT Here is a new suggestion to supple- Many white leathers turn off-color 
SHOE ment the sales of white shoe cleaners whites if exposed to strong sunlight 
* —a new method for quick drying which when damp. It is much simpler to tree 
oMhtw. patomed onstruction ape | Will be appreciated particularly by the the shoes properly and put them in the 
proved by orthopedic specialists | women of the family since they usually draft from an electric fan to dry 
and parents. - e A ° 
FOR SAMPLES do the white shoe cleaning for all mem- quickly and safely, thus preserving the 
—- bers of their household. life and original color. 
" COFFEE 
SV IGHT SMOKE 

2 to 6 $1.15 6 to 8 $1.35 

emetic —EEE — a 


| 
| 
EPHRATASHOECO. Inc. | == | ship to the principle product of his 
| 
| 
| 
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EPHRATA, PA. 5 WHAT'S SELLING q company, declares in no uncertain 


terms that the heavier shoe will be a 

——$—— | most important factor in the new Fall 
" lines. Despite a recent increase in 
Predicts Heavy Fall Shoes welting, the Barbour Welting Com- 


BrocKTtoN—Grain leathers, of the | Pany is working to capacity to fill the 
scotch, norwegian and other varieties, | demand for the new Fall lines. In 
WHERE TO BUY are facing what Brockton manufac- | 2ddition, several new storm-welts have 
waee | turers sincerely believe to be one of the | been created by special request for 
Riding Boots | biggest seasons in recent years for the those manufacturers who have created 
| storm oxford or winter weight shoe | "€W patterns. 


| with fashion dictating a rougher fabric ae Te 


and patterns of roomier, masculine de- 
RIDING BOOTS / g | sic. | Accessories Sell Shoes 
‘ IN-STOCK | CHICAGO—Gay little checked bows on 


. The Fall and Winter shoe is most | 
For Men, Women and certainly destined to come into its own | white pumps give a very summery and 


the coming season and the best evid feminine effect to a displa f whit 
Children—also 4 et ere cgi “te 
Jodhpurs and 





| 
el i i ellie ei ie te 
| 


of how the progressive manufacturer | shoes at Mandel Brothers. This house 
Field is thinking may be judged from the | makes a point of featuring gloves well 
fact that the smart stylist of the East | selected to carry out the shoe idea. 
Write for catalog, and West, has already committed him- | Gloves being shown in this window ‘to 
self to the purchase of large orders | trot with the white shoes displayed are 
of heavier leathers and storm welting, | in perforated kid, some kid and pique 
the latter by thousands of yards. | combinations and gloves with tucked 
Henry G. Gilson, sales manager of | patterns. The gloves accentuate the 

the Barbour Welting Company, who | selling points of the season’s shoes an: 
over a period of years has made a most | the checked bows tie up with white 

intensive study on the heavy Fall or | gloves with checked gauntlets and fa!! 

Winter shoe, because of its relation- | in line with the vogue for checks. 
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» TRADE DOINGS 4 


—_— 


u.S.M.C. Exhibit at Boston Fair 


BostoN—An interesting and educa- 
tional display by the United Shoe 
Machinery Corporation, comprising a 
iarge assortment of exhibits of ancient 
and modern footwear and the com- 
ponent parts of shoes will again be an 
outstanding feature of the Fair. It 
will be installed in Parlor “A,” mezza- 
nine floor, Hotel Statler, and will be in 
charge of Maj. Charles T. Cahill, the 
company’s director of publicity. 

In it are shown all the methods by 
which shoes are made, including the 
large welt exhibit, the Goodyear Turn, 
McKay Sewed, Littleway Sewed, 
Stitehdown, Silhouwelt, and one ex- 
hibit in which is shown the various 
methcds by which cemented sole shoes 
are lasted, one of the essential things 
in the making process. This includes 
Tack Lasted, Littleway Cemented, 
UCO, and Colton. The exhibit further 
includes two methods now almost obso- 
lete, both of which had an important 
place in the development of the shoe in- 
dustry of this country, the Pegged and 
the Standard Screw. 

Together with this there is a large 
group of ancient and historical shoes 
from all parts of the world and all 
ages, selected from the museum of the 
United Shoe Machinery Corporation, 
the largest of its kind in the world. 
These shoes are displayed in a well 
arranged group of special cases, with 
cards describing each piece. 

In connection with this, the Fair 
management announces that the mu- 
seum of the corporation, in its new 
building at the corner of Federal and 
High Streets, will be open during the 
entire period of the Fair, and visitors 
are most welcome. 








Fall Styles at California Show 


Los ANGELES—Some indication of 
the Fall trend in shoes on the Pacific 
Coast was evidenced in the models 
shown at the shoe style show, which 
closed the annual convention of the 
California Retail Shoe Dealers’ Asso- 
ciation, held in Los Angeles, June 12- 
14. The spat type shoe, with its three- 
button side treatment, and the three 
and six-eyelet tie without tongue, giv- 
ing a cut-out effect, were prominent. 
Suede in black and brown, with patent 
or reptilian combination as trimming, 
patched effects, London smoke gray and 
the new eel gray were noticeable 
among the materials. 

Manufacturers’ representatives at 
the convention reported that retailers 
were giving favorable attention to gray 
in the smoke and eel shades as well as 
lighter tones. Pumps with medium 
rounded toe and intricate stitching 
were also modeled, while the proverbial 
Oxford tie received some attention 
along with one or two T-strap versions 
in brown suede and reptile treatment. 





Continental heels and medium shaped 
heels for the most part were stressed. 

An attendance of about 500 wit- 
nessed the style revue, held in connec- 
tion with a banquet at which Judge 
LeRoy Dawson of Los Angeles served 
as toastmaster, being presented by 
President Joe Kalisky of the Los An- 
geles Shoe Club, sponsors of the show. 

Victors in the Wednesday afternoon 
golf tournament, of which W. S. Johns 
was chairman, were: Frank Tilt, Geo. 
E. Keith Co., Brockton, Mass., trophy 
winner; Ed. Brothers of Bakersfield; 
J. O. Weber of Southern California 
Shoe Co., Los Angeles, C. B. Barndol- 
lar of the Crossett Shoe Co., and W. S. 
Johns of California Shoes, Ltd., Los 
Angeles. 

Directors elected at the closing busi- 
ness session of the Convention are: 
Carol S. Wills, Andrew McIntyre, 
Harry C. Locey, Paul A. Jesberg, 
Clarence H. Fontius, Chester Herold, 
Al Gude, Melville Kaufmann, W. E. 
Secombe, A. F. Musselman, Fred New- 
comb, Charles Kushins, Russell Wil- 
liams, Harry Gibson, Ralph Runkle, 
James I. McGiffin, Tom Boldrick, Henry 
Weatherby, W. S. Allen, Burr Dace, 
Clarence Goff. Those on the various 
committees which arranged the con- 
vention included besides Mr. Kauf- 
mann, convention chairman, C. H. 
Fontius, Burr Dace, Myron Ayres, 
Henry Weatherby, James I. McGiffin, 
Wm. F. Ahern. 


Sees Good Summer Trade 


St. Louis, Mo.—Arthur Ebbs of 
Swope Shoe Co. reports that the second 
half of May was an improvement over 
the similar period of last year. June 
business so far is very encouraging. 
Mr. Ebbs states that the conservative 
buying habits of the greater part of 
their established trade has kept the 
volume steady and that he expected a 
gradual building up in volume during 
the next two months. 

C. E. Williams is quite well pleased 
with the sales he has made in the past 
four weeks. Mr. Williams states that 
his sales “passed the turn” about the 
middle of May and that the past four 
Saturdays his store has shown cul- 
minative volumes of sales. As Wil- 
liams has a large out-of-town trade, 
especially among the rural areas of 
Missouri and adjacent Illinois, he was 
enthusiastic with the increased farm 
business that the higher farm prices 
and encouraging outlook have already 
brought him. 


Canadian Business Better 


ToroNTo—“Virtually every boot and 
shoe plant in the provinces of Ontario 
and Quebec is making arrangements 
to speed up production to cope with a 
steady rise in retail demand,” reports 
J. P. Corbell, president of a shoe com- 
pany operating three plants in Mon- 
treal, Mr. Corbell, who has just con- 
cluded a business trip through boot 
end shoe factories in Ontario and 
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WHERE TO BUY 
Men’s Shoes 


ON 6 OO A 


Shoes Now Retail $8.50 Up. 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y. 




















@:- Randelpb, Mase. 


Richards & Brennan Co. 





E ONLY” 
8.A. 


WEYMOUTH. MASS. U. . 


| ‘H 





Qes- 
mee ee SHOE 
Men's Fine Shoes 
COLONY SHOE CO. 


Brockton, BOSTON 
10 HIGH ST. 











(GET ONTOS 
FOR MEN 


J. P. SMITH SHOE CO. 
Chicago, Ill. 


Both lines carried in stock. 


FOR WOMEN 
THE JOHN EBBERTS SHOE CO., Inc. 
Buffalo, N. Y. 




















Quebec, says that not for two years 
has the shoe industry been flooded with 
so many large orders. 

Toronto shoe merchants report that 
their May-June business for this year 
is definitely in advance over the same 
period last year. Owens and Elmes, 
Ltd., prominent downtown shoe mer- 
chants, report that not only are sales 
increasing, but that the public has gone 
back to buying better class shoes. 
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CLEANS ALL WHITE SHOES CLEAN 
Satisfaction—Or Money Back 
SOLD BY GOOD WHOLESALERS 


CAVALIER CORP. 
BALTIMORE, MD. 
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Buys ? 
WHERE TO BUY 


Nor?! 
Ellis-F i 


Men’s and Women’s 
Slippers 


AF, OFF PST e Ee 


W. 8S. CHASE & SONS, INC., 
HAVERHILL, MASS. 
in Steck Men's Full Leather Lined 
Handturned Slippers 


Priced from $1.35 


Kid Pullman Slippers 
volors and black with 


‘Snap Pocket $1.35 
‘Zipper Pocket $1.50 


S865 6 hE EE 


WHERE TO BUY 
Shoe Trees 


i el 


PROTECTEO 


4 


SIMPLEX SHOE 
TREE COMPANY 


105 W ADAMS $7. CHICAGO 


>» ABOUT PEOPLE 4 
Knight Officer of Ad Club 


PORTLAND, ORE.—Devout believer in 
the power of advertising, Will A. 
Knight, grand old man of the shoe 
business of this city, has been elected 
as second vice-president of the Port- 
land Advertising Club, at its annual 


Self Adjusting Shee Trees. 
A Gentle squeeze inserts or 
removes. Write fer unique 
sales plan. 





meeting this week. 














An American idea has been introduced in 
London by an enterprising shoe repairer. Shops 
fitted with modern machinery have been opened 
in several parts of London and customers can 
have their shoes repaired while they wait. Com- 


Veteran Shoeman Has Party 


mer, for more than a half century one 
of the leading shoe merchants of this 
city celebrated his 91st birthday on 
June 3. Mr. Dalsimer launched one 
of his biggest business ventures at the 
age of 88, and is still very active 
though he retired from active business 
a short time ago. 

Born in New Orleans of French 
descent and educated in the schools of 
Natchez, Miss., where he spent his 
early boyhood, Mr. Dalsimer began his 
career in Baltimore, his parents having 
moved there when he was 13. In that 
city, as a young lad he worked in his 
father’s shoe store in the era of hand- 
made footwear. 

Then along came a device to manu- 
facture shoes. Heedless of the opposi- 
tion he met on all sides, Mr. Dalsimer 
bought a machine, shipped it to Cam- 
den and opened a factory. 

Mr. Dalsimer celebrated his birthday 
with a family reunion and dinner at 
the President Hotel, Atlantic City. 





Discontinues Manufacturing 


CHIPPEWA Fatuis, Wis.—The Hand 
Made Shoe Co. has discontinued manu- 
facturing and is offering its factory 


and equipment for sale or lease. The 
factory is equipped to make men’s and 
boys’ work shoes, also men’s semi-dress 


PHILADELPHIA, Pa.— Sylvan Dalsi- | 


fortable cubicles are provided for the customers, 

Photo shows a scene in one of the shops in 
Edgware Road, showing people waiting in their 
cubicles for their footwear to be repaired with 
the machines at work at the side. 


a 


Joins Lee’s Staff 


PORTLAND, ORE.—Henry O. Kivrsch- 
ner, for some eighteen years past man- 
ager of a number of leading Portland 
shoe stores, has joined the sales staff 
of Leed’s, which is under the super- 
vision of Jack Westbrook. Mr. Kirsch- 
ner was formerly manager of C. H. 
Baker shoe stores here. 








shoes. 





OBITUARY 





Andrew Wolters 


MILWAUKEE, WIs.—Andrew Wolters, 
associated with S. J. Brouwer in the 
S. J. Brouwer Shoe Company for over 
28 years, passed away Saturday, June 
10, after a brief illness. 

Mr. Wolters was secretary of the 
company and was actively engaged in 
the capacity of merchandise manayer 
and buyer of women’s footwear. 

He was sixty-one years of age and 
lived in Milwaukee practically all his 
life. He was the last of his family and 
leaves only on elderly uncle and cousin. 

The high esteem in which he was 
held by his business associates was evi- 
denced by the large display of floral 
pieces and attendance at the last rit«s. 
Over forty cars made up the very i:- 
pressive funeral procession. 

Employees of the Brouwer store :t- 
tended the funeral in a body. 
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«ON THE SELLING END > 


News of the Travelers and Sales Activities 


Opens In-Stock Department 


Bost»N—The Amesbury Shoe Com- 
pany “anounce the opening of an in- 
stock department in order to meet the 
jeman‘s of their customers for quick 
deliver’ on high-light styles which have 
proved to have exceptional consumer 
appeal. The styles carried by Ames- 
bury will be seasonal novelties made 
py the cement process to retail at three 
fifty to four dollars. 

Contributing to the decision to take 
this step if the phenomenal success of 
a rece: pattern. This record-breaking 
patter: —an open shank and quarter, 
T-stra:—has already reached a pro- 
duction of fifty thousand pairs in four 


weeks. 


Buys Partner’s Interest 


NortH Easton, Mass.—The former 
Ellis-Fisher Shoe Company, now com- 
pletely controlled by Arthur Fisher, 
who purchased the interest formerly 
held by his partner, M. F. Ellis, will 
now be known as the Arthur Fisher 
Shoe Co., Inc., and will continue to 
operate on the line of welts which has 
established for this small factory one 
of the most successful runs the past 
three years in the history of South 
Shore shoemaking. 

Mr. Fisher recently purchased ad- 
ditional equipment for the factory, with 
a plan for increasing his average 2000 
pair daily run. 


Haseltine With W. L. Douglas 


BrocKTON—E. D. Haseltine, former 
Haverhill and Newburyport manufac- 
turer has joined the W. L. Douglas 
Company, where according to General 
Manager Paul F. Wolfer, he will style 
the women’s lines for the Douglas deal- 
ers nationally. Mr. Haseltine has an 
excellent background for his new posi- 
tion and carries with him the best 
wishes of many friends in the manufac- 
turing and retail field. 





Rosenthal Takes Pittsburgh 
Territory 


Sam Rosenthal, who has covered the 
Cleveland territory for the Bob Smart 
Shoe Co, for three years, has just added 
the Pittsburgh district to his coverage. 
Pittsburgh was formerly handled by 
Sam Philips. Business according to 
Rosenthal is showing a big increase 
and conditions are much better. Steel 
gains, he says, have brought a better 





feeling at Pittsburgh. 








Merchants Buying to Consumer 
Demands 
W. F. Hooley:of the Selby Shoe Co., 


Portsmouth, Ohio, showing his line at | 


the Hotel New Yorker, declared that 
his experience with the trade, indicates 
that merchants are buying to their reg- 
ular consumer demands, and fails to 
discover any evidence that business will 
sky-rocket. 

He reported merchants who placed 
orders for their staple shoes 30 or 60 
days ago, have added to these com- 
mitments during the past fortnight. 

In style shoes he expressed an opinion 
that shoe men were placing orders to 
meet their normal needs and little 
speculation was evidenced in this field. 





Horn With Pillings 


Charles C. Horn has joined the sell- 
ing force of the Pillings Shoe Com- 
pany of Lowell, Mass. Charlie was for 
some years one of the A. G. Walton 
Company’s boys with the select New 
England territory and is to call on his 
old trade. He is a.very likable fel- 
low, knows his line to a science and it 
goes without saying that he will be 
received with his new line as he always 
has been—a welcome caller. 





Timson Carrying Evans Line 


F. H. Timson, of Winter Park, Fla., 
represents in that state, among other 
lines of footwear, the full lines of 
men’s slippers made by L. B. Evans’ 
Son Co. of Wakefield, Mass., and also 
all women’s Comforts made by their 
subsidiary, Vaughan-Towle Co. Mr. 
Timson has been especially successful 
in selling the new, hand-turned linen 
oxford for men which seem to appeal 
to the trade in his territory. 





“Vet” Joins Myers & Sons 


Lewis Manheim, better known as 
“Lew” among his friends in the trade, 
recently connected with D. Myers & 
Sons of Baltimore, ladies’ novelty 
shoes. 

Mr. Manheim, who is a well-known 
figure in the shoe industry, will cover 
northern and central Ohio, in which 
territory he has traveled for many 
years. 





Ruggles Reports Good Trade 


Sam Ruggles, formerly of Schwartz 
& Ruggles, now representing C. H. 
Alden Company of Abington, Mass., re- 
ports, from his Mid-West territory, a 
very encouraging reception for the new 
Alden Fall line of shoes for men. He 
states also that there is a very positive 
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Sport Footwear 


6 he BF AF OF 6 8 








ON eid 


WHERE TO BUY 


Dancing Shoes and Taps 
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BLACK CALF 
SAT. LEATHER 


Womens 
A-B-C 2% -8 
$1.35 


— OWENS SHOE CO. 


589 Essex St., Lynn, Mass. 


m 
A-B-C li%-2 
$1.25 


* KEND AT I 2S ee ga * 


IN-STOCK 
Style No. 13 


Pat. Leas. or Bik. 
Kid with Full 
Cloth Lining. 


$1.65 

















7g Women’s Sises, 32%-3 
- $1.65 


Misses’ Sizes, 11-3 
81.55 











KENDALL SHOE COMPANY 
HAVERHILL, MASS. 


© * 














increase in the demand for footwear 
of better character. 





Warrender With Conrad 


Joe Warrender, well known through- 
out the central west, has taken on the 
Conrad Shoe Company line of men’s 
shoes. He will travel Ohio, Indiana and 
Illinois. 


Green With Natural Bridge 


Mike Green of Cleveland, formerly 
selling the Harsh Chapline line, is now 
with Natural Bridge, covering North- 
ern Ohio. 
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« WHAT'S NEW IN THE TRADE > 


Products, Promotions, 











New Heavy Shoe Welting 


There is a growing conviction on the 
part of many manufacturers of men’s 
shoes that distinctive types of heavy- 
weight oxfords will have a definite and 
important place in the men’s style pic- 
ture for Fall, in view of the trend to- 
ward tweeds and other rough fabrics 


Men's Fall 
oxford of the 
heavyweight tyre, 
with Scored 
Stormwelt. 


in men’s clothes. Suitable shoes of this 
character will be of heavy leathers, 
such as Scotch Grain, in full brogued 
patterns. 

Believing that Stormwelt construc- 
tion is logical for this class of shoes 
and that something new should be 
added to the regulation Stormwelt 
without going to the extreme of the 
so-called Zebra pattern, the Barbour 
Welting Company, of Brockton, Mass., 
has developed a new Stormwelt with a 
scored marking on the bead, which is 
being made in several colors under the 
name of Scored Stormwelt. 

In explaining the use and purposes 
of this new product, L. H. Gilson, sales 


Inventions and Ideas 


manager of the Barbour Welting Com- 
pany, said: 

“We have intentionally avoided mak- 
ing it too conspicuous because we 
wanted just enough of a pattern to 
take it away from the plain effect of 
the Stormwelt, without making it so 
radical as to prohibit its general use 
on reasonably conservative shoes. 

“It seems to us that this is a very 
logical type of shoe and welting to 
emphasize for heavier Fall and Winter 
shoes. If retailers would only feature 
and push shoes of this distinctively 
Fall and Winter characteristic, and get 
them onto their customers’ feet, it 
would be just that much easier when 
another Summer rolls around to sell 
sport shoes, white shoes and light- 
weight shoes, and the reverse of the 
picture would again be true in Fall. 
There has been and still is too much 
similarity in the appearance of men’s 
shoes at all seasons of the year. If we 
could only make men change from 
heavy shoes to light shoes, the way 
they do from felt hats to straw hats, 
and the reverse of it, what a tremen- 
dous additional pairage there would be 
in the shoe business.” 


Detail 
illustration 
of new 
Scored 
Stormwelt 








New Shoe Display Form 


The Shoe Form Company of Auburn, 
N. Y., has introduced a new Fairy 
Form which is of particular interest to 
both shoe retailers and manufacturers. 





While it is designed especially for 
the retailer’s use in forming his men’s 
window and display shoes, it also has 
its use in salesmen’s samples and is 
highly effective for that purpose. 


It consists of a Fairylite shell fitted 
with a brass knob and the necessary 
appurtenances for holding it in posi- 
tion. This shell fits into the ankle 
opening and is used in conjunction with 
the Fairy Flex-i-Form which holds the 
forepart of the shoe in shape. The 
pressure against the counter of the 
adjustable back member of the Flex-i- 
Form holds the forepart of the form 
snugly up into the toe of the shoe, tree- 
ing it perfectly and at the same time 
helps to hold the shell in proper posi- 
tion. The shell is supplied in colors to 
harmonize or contrast with the shoe. 





Shoe Measuring Device 
For Manufacturer’s Use 


A recent development by the Lay. 
O-Meter Corporation of St. Louis jg 
the illustrated Last-O- Meter Sh 
Measuring Stick. 

This stick, while resembling sone. 
what in appearance the conventiona| 
size stick, is entirely new in principle 
and design. It incorporates the slide 
rule principle and is very simple in op. 
eration. 

The Last-O-Meter Shoe Measuring 
Stick is a quick calculator and a fords 
a method of obtaining instantan: »usly 
the proper measurements for all vhole 
and half-sizes after being set for ode! 


The Last-O-Meter, which measures the throat 
openings, vamp heights and back heel heights 
of finished shoes. 


It is designed for the purpose ol 
checking finished shoes as well as shoes 
in process for proper vamp heights, 
openings and back heel heights. 

As an aid to the current demand for 
better fitting footwear the Last-0- 
Meter Shoe Measuring Stick offers as- 
sistance to the shoe manufacturer, as- 
suring a high degree of efficiency in 
lasting and settles questions relative to 
proper gradation in sizes. 

After correct measurements of the 
model size shoe are obtained by actual 
trial on the foot, set the sliding svale 
of the Last-O-Meter Shoe Measuring 
Stick to this measurement. Measure- 
ments for all other whole and half sizes 
are quickly checked by taking off 
actual size reading on the scale. Viti- 
ation from proper measurement is in- 
dicated by a standard U. S. scale. | in- 
ished shoes, stock shoes, shoes retur:ed 
on account of poor fit may be chec ‘ed 
as shown. 
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SALES APPEAL 


They are 
smartly fashioned 
and promote 
foot comfort 














UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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SALESMEN WANTED LINE WANTED POSITION WANTED 


OLLEGE TRAINED MAN, 35, wants popu- SHOE MAN desires position; will go an, 
lar priced ladies’ line, far middle west. Ref- where; twenty-four years’ experience mar, 





SAL LESMEN wanted to carry, on straight com- 














m 
ey a ar ey See erences furnished. Address D-400, care Boot facturing, purchasing, selling and distributi 1 
who can turn in some good business. Refer- and Shoe Recorder, 367 West Adams Street, of shoes. 48 years of age, college gradua 
ences required. Address D-376, care Boot and Chicago, Ill. A-1 references. Address D-399, care Boot a | 
Shoe Recorder, 239 West 39th Street, New Shoe oe 239 West 39th Street, Ni. 
York, N. Y. York, 
POSITION WANTED STORE MANAGER and merchandise m.n 
wishes to connect with growing organi: 





W ANTED—experienced live wire salesmen to 


carry as side line 20 samples children’s e 4 tion as store manager. pa! ee ears’ expe: 
stitchdowns to retail $1.00. Carried _in_ stock ETAIL Shoe Man who has held respon- ence. Best connections previous : In or out 
in Chicago. Territory open Wisconsin, Michigan, sible executive positions is open for a con- of town. Address 1-395, care i. and Sh 
Minnesota, Iowa, Indiana, Illinois, Nebraska. nection either as buyer or assistant with a Recorder, 239 West 39th Street, New Yor. 
Address D-386, care Boot and Shoe Recorder, reputable concern. Have had considerable experi- N. Y. 
367 West Adams St., Chicago, Illinois. ence, both department and retail shoe store in 


the East. The right connection is of more im- 
portance than immediate salary. Charles C. 






























































































EPRESENTATIVES WANTED _ BY FE. Ss Nhite P — 
MANUFACTURER OF BINDING AND we 253 South Lexington Ave., White Plains, WANTED TO PURCHASE a, 
RIBBONS IN MISSOURI—OHIO—MASSA- > 
CHUSETTS AND _ ROCHEST ER. ALSO . ‘ @ 
LINE OF BUCKLES AND ORN AMENTS WE WILL BUY in any quantities of Eni. 
THROUGH SUBSIDIARY. ADDRESS D-383 Jettick shoes or other well-known advertise! 
BOOT AND SHOE RECORDER, 239 WEST EXECUTIVE brands in Men’s and Women’s. Write whi! 
39TH STREET, NEW YORK, N. Y. kave you. All matters strictly confidentia! 
r : Address D-393, care Boot and Shoe Record: , 
desires to connect with high 367 W. Adams St., Chicago, TI. 2 
LINE WANTED class tanner or shoe manufac- ry, 
turer. 44 years old, broad ex- 
we | é ‘ Boe __ Buyers of Surplus Stocks 
ALESMAN open for line of men’s, women’s perience along accounting and w'll b \ tire st . SON 
or children’s popular-priced shoes for West- fi ial li F 1 oat , aanatatarers: Wael a bed tytallecs eens 7 
ern Pennsylvania. Would also be interested in nancia ines. or severa 
monngms = ee — — years in charge of large and QUANTITY NO OBJECT 
est of relerences. ress: Nathan umberg. _ ° 
5615 Harvard St., Pittsburgh, Penn. d prominent tannery. KIRSCH - BLACHER CO., Inc e 
590 Broadway New York 
AVE good trade in Iowa, Missouri, Minne- p i 
H sota, Dakotas and Kansas. Acquainted with Address D-304, Phone Canal 6-4298 and 4290 @ 
— a Looking oo =— for care BOOT & SHOE RECORDER € 
that particular territory. Address D-391, care ac . - ar 
Boot and Shoe Recorder, 239 West 39th Street, 239 West 39th St., New York, N. Y. 
New York, N. Y. POSTER @ DEUTSCH e 
HAVE traveled in Central West making Iowa ; - ; 436 Grand St.. New York City 
headquarters for some years passed. Have STYLE and quality man who has a following Phone Dry Dock 4-0352 P 
good established trade and am anxious to tie with the women’s novelty volume trade is BUY FOR CASH 
up with some house who needs a valuable sales- looking for a fair connection either as factory = aa 
man for that territory. Address D-392, care 4 road —_ FE as Sock te cant et aes entire or surplus stocks of 
Shoe Recorder, est : reet, New York, 
a ag | em. 239 West 39th Street, NY. s et, New SHOES—DEPT. STORES 
Leases assumed Transactions confidential 
WANTED— Medium priced line of women’s AVAILABLE July 1, resourceful young man 
or misses’ and children’s shoes for New with ten years of wholesale, retail shoe ex- 
England territory. Adiress D401. care Boot perience. weet the pe ol —e earoent 
d Sh R der, 140 Street, ton. manager leading metropolitan department store. 
eg pielie aici — ag er —- ry Fost and ane _—. New Seattle Store 
23 est 39t treet, New York, N. Y. 
WANTED—SPECIALTY LINE, either men’s. - SEATTLE, WASH.—Crosby Squar is 
women’s. or children's shoes for the State of SEEKING me . Now taveling SS gees Shoe Shop for men, has been opened 
I the territ r the past ouisiana an ahom uive list of ac- ‘ b a a 
sone cums “ak ioe or pec cdo Ag counts—volume buyers. Vill only good or- at 406 Union Street. C. F. Finke is 
ability, character, etc. Have the following with ganizations that will cooperate and need orders, manager, and Earl Hemming assistant O 
the retail shoe dealers. A. W. Lawless, 2925 address D-397. care Boot and Shes Recorder, 
Grand Ave., Des Moines, Iowa. 339 West 39th Street, New York, N. Y. manager. 
fo: 
‘ | Le 
CLASSIFIED ADVERTISING RATES B 
The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. | ry 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge : 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases each wi 
word of the address should be counted. Sr 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. | ; Sk 
Classified advertising is payable in advance. | : pr 
& Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™ | Cl] 
When writing advertisers please mention Boot and £!\:e Recorder 
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HOTELS 


BUSINESS OPPORTUNITY 
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ON THE OCEAN AT 
MANOMET POINT a] 


OWe 


OTEL 
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Surprisingly Inexpensive 





SMOOTH SANDY BEACH 

SURF BATHING ... 

WARM SEA WATER SWIMMING 
POOL ... GOLF ... TENNIS 





FINER RESORTS 














Also Under Charles A. Dooley 
Management 


MAYFLOWER HOTEL 


we 
MASS. ee os 
Bathing at Craigville Beach saat 


HYANNIS, 














(Heck he fo Tle 


2. WONDERFUL DAYS 
uo NEW YORK fe 






Any Two Days Sundays 
and Holidays Included 


@ Taxi Fare from Bus Terminal or R. R. 
Station to Hotel. 

@ Beautiful Room with Bath and Shower. 

@Three Deliciously Prepared Meals in 
the Broztell Dining Room. 


@ Orchestra Seat to a Current Broadway 
Show Hit. 


@ Special Dinner in the Famous Green- 
wich Village Barn, Featuring Leading 
Seeneeny Stars in a Splendid Floor 

ow. 


HOTEL BROZTELL 
27H Staerr ar StH Avinut MEW YORK 


Opens New Lakewood Store 


LAKEWooD, OHI0O—Ben E. Allen, who 
formerly operated a shoe store at 11835 
Lorain Avenue, Cleveland, for 14 
months, has moved to 15002 Detroit 
Avenue. He now has a modern shop 
with increased space. He handles Bob 
Smart shoes for men and the Central 
Shoe line for women and children, 
priced from $3 to $5. Mr. Allen was 
manager of Seegel Bros. stores in 
Cleveland for several years. 

















C hee. . 


.. is a word we're fond 
of at the Paris. There's a free 
swimming pool—a solarium—a 
roof garden—a radio in every 
room. With our rates of $16. a 
week for room, bath, breakfast 
and dinner, you can afford to 


live here — FREE from worry. 


Hotel 
ths 


97th ST. AT WEST END AVE. 
NEW YORK CITY 


Marco Shoe Co. Moves 


BALTIMORE, Mp.—The Marco Shoe 
Co., Inc., formerly located at 935 North 
Gay Street, have moved to 27 South 
Hanover Street. 




































YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 








SNAPPY 
Price Tags 


add color to 
your trims 


For 
June 


Colors—Blue bar 
with orange sun- 
burst on silver 
board. 


‘545 








For 
July 


Colors — red, 
white and blue. 








Any Assortment of Prices Desired 


SIZE: 15%” x 2%” 


CRs oo civiccciicndeonens $0.85 
UH RBs 6 iccncccvasenceees 1.50 
TRIER oo. oo cc vncncecnceus 2.75 


Added Feature for Price Ticket 
Customers 


For $1.25 additional: 6 display cards 
emphasizing your service, quality or fit- 
ting will be sent. 


CHECK WITH ORDER, PLEASE, UN- 
LESS C.0.D. SHIPMENT IS PREFERRED 


Samples and Details Sent on 
Request 


Merchants’ Service Dept. 


BOOT AND SHOE 
RECORDER 


367 West Adams St. 
CHICAGO, ILL. 
























To Regulate Orthopedic 
Shoe Advertising 


WASHINGTON, D. C.— Orthopedic 
shoes and various foot appliances 
shipped in interstate commerce would 
come under control of the Food and 
Drug Administration under the pro- 
posed new food and drugs act which 
was sent to Congress June 1 by Secre- 
tary of Agriculture Henry A. Wallace. 

The department’s control, in the 
event the proposed act becomes law, 
would be extended to advertising, 
labeling and, possibly, manufacturing 
of orthopedic shoes and foot appli- 
ances. 

The control proposed is given in a 
few words in the draft of the new act, 
which classifies as “drugs” all “sub- 
stances, preparations, and devices in- 
tended for use in the cure, treatment, 
mitigation, or prevention of disease in 
man or other animals,” and “all sub- 
stances and preparations, other than 
food, and all devices, intended to af- 
fect the structure or any function of 
the body of man or other animals.” 

The draft of the proposed new law 
was prepared under the direction of 
Assistant Secretary of Agriculture R. 
G. Tugwell and Walter G. Campbell, 
chief of the Food and Drug Adminis- 
tration. It gives the Secretary of Ag- 
riculture broad powers to determine 
whether drugs are falsely branded and 
provides fine and prison penalties for 
violation, including the violation of the 
section prohibiting false advertising. 

Publishers, advertising agencies and 
radio broadcasters are specifically ex- 
empted from the false advertising sec- 
tion if they furnish. the name and ad- 
dress of the advertiser. 


Lane Opens Men’s Store 


DANBURY, CONN.—George A. Lane, 
formerly connected with Lane’s Shoe 
Store and the Daragan Shoe Store, has 
opened a men’s shoe shop on the sec- 
ond floor of the Pershing Building, 
West Street. Mr. Lane is carrying the 
“Foot Pals” line. 
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OPENING TOMORROW | 


AT 347 GEARY STREET 


ZANES 


.. presenting the loveliest foolwear thal 
$3, 50 can buy anywhere in America 


ZANES is San Francisco's new Shoe Shop prepared to d 
what no other shoe store in America ever has accomplishec 
in the selling of women's finer footwear, smarter footwear, 
ot $3.50... 
resources exclusively available to ZANES, here are shoe 
quality, shoe style and shoe value in a combination such 


. just this ONE Price. © © Because of extra specic! 


as women never before have seen or heard of even o: 
prices dollars above $3.50. Here are footwear grace 
and beauty of the high type usually to be thought of in 
connection with only high prices. © © If you are willing to 
believe what your own eyes will tell you, come and look 


ALL STYLES 


Women occustomed to weoring expensive foo 
weor will be actually omazed to see, for one thing, 
how snugly ond comfortobly ZANES shoes fir 


ALL SIZES 
They ove advance styles that ore hare, ond there’s j 


choice of off wonted materials, all modish colors, 
ond ail sizes from 2) to 9 (AAA to C); af $3.50 


ONE PRICE 


Ms 


: 
E R EF “Opening” gift of full-fashioned 

chiffon silk hose to each purchaser 
of ZANES shoes .. . tomorrow and Saturday only 


Wh mail orders for ZANES shoes. enclowe 156 for postage 





| 
tN THE STEWART HOTEL BUILDING. | 


347 GEARY STREET 
ee 


Zanes Opening Ad 


This opening ad of Zanes, San Francisco, Cai., 
newest store of Frank Werner Compary. 
stressed quality and style at $3.50 a standa:d 
price. William A. Shiverts is manager of the 
new store. He was formerly associated «s 
buyer, with Emporium, in the same city. 
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If You ve Wandered 


Away from the Base 
—It°’s Time You Got Back! 


Too many shoe merchants in the recent past have 
strayed away from safe merchandising principles 
on which their business success was built. | 


Conditions are now shaping themselves so that it is 
© becoming more and more obvious that QUALITY 
is still the keystone of a successful and profitable 


COST NO MORE retail shoe enterprise. 

THAN THEY NEED , , 

sil ‘acite ae Get back to quality! Tie up with Pedigo—a shoe 
that always represents the utmost in quality, day 


THE FINE SHOES dd 
In e 
T HE Y ARE = ay 


Pedigo -lake Shoe (‘o. 


SAINT LOUIS, MISSOURI 


Distinctively Fine Footwear for Women 
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The New Pied Piper Deal for Fall comprises a series of the This booklet contains an 
most vitally important announcements that have been made in interesting, easy-to-read 
the juvenile footwear industry in years. It presents your pramatation of sew, 

f : A exclusive sales-making 
greatest opportunity for sound development of your children's iuiiiain aed aduneiien 
business on a basis of new constructive selling features not liberal selling help. 
found in any other juvenile line. Write for your copy! 









This announcement is of such decided importance that it is 
bound to accelerate the big swing to Pied Piper. You should 
know all about it. Write for the booklet-—The New Pied Piper 


| Maathon Shoe Coy 


Manufacturers of Juvenile Footwear Exclusively Since 1914 


WAUSAU - - - WISCONSIN 
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WE VE GOT THE RANGE 


in dominant fall colors 


toe 


INDIES BROWN 
(for wear with true browns) 
No. 26 Quaker City Division 
No. 32 Standard Kid Division 
No. 74 McNeely Division 
No. 172 New Castle Division 
No. 935 Suede Kid—Standard Kid Division 


e 
@ 
BROWN TAUPE 
(for wear with eel and taupe shades) 
No. 33 McNeely Division 
No. 63 New Castle Division 
No. 126 Standard Kid Division 
No. 926 Suede Kid—Standard Kid Division 
* 
GUNGREY 


(for wear with true greys) 
No. 76 New Castle Division 


No. 182 Standard Kid Division 


No. 972 Suede Kid 


Standard Kid Division 


rr 
ALLIED KID COMPANY 


209 SOUTH STREET 


BOSTON 


SS 


NEW CASTLE ” 





QUAKER CITY ” STANDARD 
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HOE HEELS covered with this new 

scuff-proof material stamp your 
shoes with quality. Many of the leading 
shoe manufacturers have adopted it. Are 
you missing this opportunity to add dis- 
tinction to the shoes you sell? It means 
something to a woman when you can tell 
her...“‘This is a beautiful shoe Madam, 
and the heel is scuff-proof too!” When 
shoe heels become nicked or disfigured, 
the shoe is ruined, and there’s hardly a 
woman who hasn’t had the experience of 
throwing away an otherwise perfectly 


good pair of shoes just because the heels 
were disfigured in some way. 

So, the next time you look over the 
new numbers insist that the heels be 
covered with Pyraheel. Pyraheel matches 
almost any shoe material made. It’s easy 
to work. It doesn’t cost you anything to 
see samples. Why don’t you ask your 
manufacturer about Pyraheel? Or 
address: Du Pont Viscoloid Company, 
Empire State Bldg., Dept. 25, New York 
City. In Canada: Canadian Industries, 
Ltd., Pyralin Div., Montreal, Quebec. 


QD PYRAHEEL 


REG. U.S. PAT. OFF. 


REG.U. S&S. PAT.OFF. 


MAKES SHOES EASIER TO SELL 


A QU 
FOR YOUR SHOES 








ALITY LABEL 








3 


REASONS WHY YOU 
SHOULD INSIST ON 
HEELS OF PYRAHEEL 


1. PYRAHEEL will not scuff or mar, 
or show signs of wear. It’s scuff-proof. 
Easily cleaned to original beauty. 


2. PYRAHEEL gives a new sales argu- 
ment. Combines style with extra-long 


wear. 


3. PYRAHEEL strengthens the wood 
block. Cemented to the wood, it helps to 
prevent broken heels. Is lighter in weight. 


4. PYRAHEEL can be adapted to fit 


any style or type of shoe ensemble, 


5. PYRAHEEL isa superior heel cover. 
Is better for high grade shoes . . . better 
for moderately priced grades too. 
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WORTHY FEATURES | 
... that build repeat trade | 


HE heel, the flexible shank, the channeled in- ; insol 
emanates patented features of Foot Guide | thick 


Shoes...not merely “talking points,” but fea-  oner 






tures of real merit that a man can see and reason 


out at the time of purchase; and feel as he wears dang 
the shoes — 
Foot Guides are builders of 
repeat trade, and these new 
styles in our new Fall line of T 
No. 1738 Black Calfskin Custom last | UPtowns are destined to do 


bal. Widths AAA to D, sizes to 14, big things for dealers who repo: 


No.1778 same in brown calfskin. stock them. - 


UPTOWN SHOES 


with the new Foot Guide Features. 








ROBERTS, .JOHNSONS RAND 


Branch of international Snoe Co. 


ST. LOUIS, Mo. 
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(oT AND SHOE RECORDER 


: TEST NO. 1 What is a leather insole? 


To find out just how good an insole material leather 


i is we gave a hundred or so samples to Professor Butts 
_ with instructions to go the limit. He did. The testing 


machinery he invented is probably the most intricate, 


_ fearsome and unreliable known to mankind. 


Luckily the Professer got off on a tangent, or there’s no 
telling how far he might have gone. Instead of testing the 
samples he spent nearly all his time trying to determine 
exactly what 4s a leather insole. His report is enlightening 
if not entirely accurate. He says: 

“I find that a leather insole can be any one of 3,749 
things. It can be made from the hide of several species 
of animal. If the animal has been considerate enough to 
grapple with a barbed-wire fence or a branding iron, the 
insole may be gaily decorated with small ridges and hol- 
lows — mementos of the encounter. The insole may be 
thick or thin. It may be from the back or belly of the ani- 
mal, or from the inside or outside of the hide. It may be 
one piece or anywhere from two to twenty pieces stuck 
together with a sticky substance resembling glue. It is ine 
teresting to note that in digging into some samples I 
came upon cardboard deposits (what they were doing 
there is none of my business) and in one case I became 
dangerously entangled in a net-like material resembling 
buckram or canvas. 

“For the guidance of shoe buyers, however, I am pleased 
to report that there is one characteristic by which leather 


TEST NO. 2 How STRONG is an insole? 


We had a hard time making the professor submit any 
report on this test. He kept hedging but finally we got 
him cornered. “What's the story?” we demanded, “It all 
depends,” he answered conclusively. 

“I find that some of these leather samples are weaker 
than the knees of a hen-pecked husband. I find that a 
1/250 mile zephyr reduces them to powder and wafts 
them gently away. A look, even, makes them tremble as 
if their very hearts would break. 

“But there are others stronger!” he exclaimed. “Take 
this here leather insole, for instance.” (We tried to take 
this here leather insole which immediately flexed its mus- 
cles with a show of pride and knocked us cold with a 
stiff right uppercut.) “This insole is a veritable Hercules 
among insoles. One square inch of it, without flinching, 
will withstand a load of 34,621 foot pounds (unhar- 
nessed), 16 horses (harnessed), 2 grand pianos, 1 baby 
grand piano, Roscoe Arbuckle, 1 bedroom slipper, and 
your wife’s old hair ribbon.” 

“You think a leather insole can be pretty strong then, 
eh?” we asked. 

“Strong as a crate of onions!” he proclaimed. 

“Who wants to eat a crate of onions anyway,” we mut- 
tered, and walked away feeling that the steak we had for 
lunch might have made a very good insole. 















A series of impartial 
and highly intelligent 


tests designed to prove 










that you never can tell 















































insoles can almost universally be recognized. Almost without excep- 
tion they are brown.” 

“In bringing this report to a close I am forced to conclude that there’s not 
a calf in a carload.” 
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TEST NO. 3 The soaking wet test} 


(Note: This test is really an added starter. While the 
tests were being conducted a man was discovered who 
had been standing in a puddle for 43 hours. When his 
shoes dried the insoles curled a bit and he was pretty sore. 
People are getting sort of careless when they’ll stand 
around in water for days, so we thought we'd better test 
insoles against permanent immersion. We rushed new 
samples to Professor Butts and he immediately retired to 
the bathroom, where he has been ever since, except for 
one interlude when his wife wanted to wash out her lin- 
gerie in the bathtub. When she pulled the stopper out, 
one particularly adventuresome innersole dived into the 
outlet and has not been heard from since. Some insoles 
are found to like the water, others prefer strawberry. One 
heavy insole kept sinking, and what’s worse, complaining 
about it. Professor Butts provided it with a pair of hand- 
made water wings and things have been better since. The 
art of weaving handmade water wings has fallen into de- 
cline, due, some people say, to the passing of the old hand 
loom. I myself liked tatting better. Well, as I’ve always 
said, you can’t satisfy everybody. Come see us soon and 
give my love to Aunt Gussie.) 





TEST NO. 4 How scientific is a test? 


(Note: This test is unofficial, as it was conducted largely 
by Mrs. Lucifer G. Butts who wears insoles and knows 
what she wants.) 


Mrs. B.: “What are you messing with now?” 

Lucifer: “Look! It took 3,000 pounds to force a 1/2” 
punch through this leather insole. Think what 
that means!” 

Mrs. B.: “It means I'd hate to rest my tender tootsies on 
it.” 

Lucifer: “But it will last forever!” 

Mrs. B.: “Maybe it will, but my feet wouldn’t. I like this 
nice,comfortable-feeling Darex insole over here.” 

Lucifer: “But it’s not so strong/ It will hardly last over 10 
or 11 years.” 

Mrs. B.: “That’s long enough for me, even with the trou- 
ble I have getting money out of you for new 
shoes.” 

Lucifer: “Besides it is .0000022 less resistant to perspira- 
tion.” 

Mrs. B.: “Whowants her feet to perspire in the first place? 
If I had this cool-looking insole in my shoe in- 
stead of that hard hunk of leather, my feet 
wouldn’t be so likely to perspire.” 

Lucifer: “My dear, I am afraid you don’t understand the 
scientific viewpoint.” 

Mrs. B.: “You're crazy. Come to bed.” 








Speaking Seriously ... 


do require some properties that many leathers do not 


We believe that leather is an excellent product, that 
without it the world would be a far less pleasant place 
to live in, that there are many places where its use is 
essential. 

But we don’t believe it is the panacea for all ills. 
Insoles, for instance do not require all the properties 
that some leathers give, nor its high price, but they 


give. 

Furthermore, we raise the question, “How is a shoe 
retailer to know what he is buying when so many 
varieties and combinations of leather and other ma- 
terials parade under the name ‘leather insole’?” For 
the insole is a hidden part of the shoe. Only its top 
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surface is open to inspection without ripping the shoe 
apart and that surface may or may not be typical of 
what lies beneath. Many a retailer has been amazed 
after investigation to find the mixtures of glue, buck- 
ram, and cardboard which lay beneath the surface of 
his ‘Leather Insoles”. 


9 


Hides, after all, were designed by nature to keep 
the rain and cold out of animals — not as a cushion 
for my-lady’s tender foot. Only the necessity of a less 
inventive age caused them to bé used as insoles. 

Darex Insoles are specifically designed, by scientific 
research, to be good insoles and nothing else. 


wr 


What we offer and what we claim 


Darex represents progress in insoles. Before we 
even: considered the materials to be used in Darex In- 
soles we went out and learned exactly what innersole 
requirements manufacturers, retailers and consumers 
needed. 

We found these requirements to be — in the order 
of their importance — flexibility, free-breathing con- 
struction, non-cracking, resiliency, strength, uniform- 
ity, absorbency, quick-drying tendency, light weight, 
and freedom from foot injuring chemicals. 

Into Darex Insoles we have built these require- 
ments in more than sufficient measure. Darex Insoles 
aren’t as strong as steel, or as flexible as rubber elas- 
tic, or as absorbent as sponges. They wouldn’t be 
good insoles if they were. 


They do have, in greater measure than any other 
insoles, comfort — the soft, resilient feel against a 


Write... 


woman’s foot that clinches many a sale. This comfort 
is a direct result of a latex bonded, felted cotton 
base — a base which only Darex uses. 


Having made what we considered an excellent in- 
sole at a reasonable price, we clearly labelled it with 
the trade name DAREX and merchandised it under 
that name so that dealers could always be sure they 
were getting the same excellent, uniform insole ma- 
terial they bought and paid for. 


Apparently dealers, manufacturers, and consumers 
quickly sensed the fitness of Darex. Its success was 
immediate. Millions of pairs sold in its first year on 
the market. Now in its third year, it is standardly 
used in a substantial percentage of all the fine shoes 
made. Products which fill a human need so aptly have 
the habit of success. Dewey and Almy Chemical 
Company, Cambridge, Mass. 


on every order for Mckay, Littleway, and Cement Process shoes 
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FRANK WERNER 


President 


FRANK WERNER CO. 


San Francisco, California 


HE Boot and Shoe Recorder is as vitally important to me as my daily 

newspaper! If I could conceive of a progressive man giving up his 
daily newspaper, I might be able to imagine a shoe merchant who could get 
along without the Boot and Shoe Recorder. Either is preposterous! 


It hardly seems possible that one man could read a trade magazine over 
a period of 48 years, but I can at this moment recall an article that I read in 
the Recorder in 1885. I might add to this that I have not missed a single 
issue since 1904. 


Reminiscence is always fascinating, and you can well imagine that it is 
a pleasure to me to recall the days when I was a tot of six and used to stand 
in front of my father’s shoe store in Zanesville, Ohio, selling plow shoes, 
brogans, and stogey boots from racks that stood on the sidewalks. Of course, 
I had none of the selling ability and savoir-faire of the 1933 model salesman, 
but I had learned to distinguish size numbers, and my two small legs carried 
me in to have the boots wrapped, and out again with the change, in record 
time. 


When I was in my ’teens I sold shoes in various cities throughout the 
State, and later opened a store in Baltimore. My first store in the West, 
established in San Francisco in 1910, has grown and branched out until 
there are now seven retail outlets in San Francisco, Oakland, and Sacra- 
mento, employing over a hundred brilliant men and women. 
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co 
Top 


W. RUSSELL WERNER 


Vice-president 
e 


Center 


HARRISON P. BAKER 
2nd Vice-president 





Bottom 


E. GAMLEN 


Treasurer 


ecorder! 
We wouldn’t be without you!” 


Throughout all these years, the Boot and Shoe 
Recorder has stood beside us like a guardian angel. 
It has kept us closely in touch with merchandising 
practices of successful shoe stores throughout the 
country. It has introduced us to new lines, new pat- 
terns, new materials, and new methods of shoe- 
making—right at the source of supply. It has in- 
formed us (and many times far in advance) of coming 
style trends and “dark horses” of fashion. It has 
made many helpful suggestions to our merchandising, 
advertising, display and credit departments. 


Our buyers, as well as our salesmen, have found 
inspiration in the pages of the Boot and Shoe 
Recorder. There is not one man in the entire Frank 
Werner organization, from repair-man on up to sales 
manager, who has not benefited by reading it. 


Do you wonder, then, that I say, “Shake— 
Recorder! We wouldn't be without 
you!” 


Pog Mere 


President 


Frank Werner Co. 


SAN FRANCISCO STORES OAKLAND STORE 
874 Market Street 255 Geary Street 1960 Broadway 
26 Powell Street 347 Geary Street Elks Building 
81 Ellis Street Broadway & 20th 
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HOT NEWS 
FOR FALL! 





Here is the dramatic story that Tru-Poise offer, 
for fall. It’s the big news in Style Feature Footwear! 


Lie 


1. Improved Tru-Poise Features 2. New Construction 
3. Priced to retail at $6 and *8°° 


RU-POISE now offers not only a lower price So briefly, this is what Tru-Poise offers you. \ 
range—but finer and broader styling—and a_ wider range of types and styles—smooth, clean 
new patented process that is exclusive in women’s linings—heavy weight, flexible soles — smooth 


shoes and with the Selby Shoe Company. sock linings without ridges—firm, supportin: 
shanks, and, of course, the wonderful advantay 


The improved styling and wider coverage of eg ot 
types fons be Paid here. Our salesman will ° the _—s heel cradle” feature—greath 
tell and show you that—and how! You'll make a ne ; 2 ; 
mistake—and we mean it—if you don’t wait to This new Tru-P punt, denna for Fall is th 
lesen hin cenew. Selby Shoe Company’s answer to the demand of 
, ei? the times. You should not miss seeing the Selb 
As to that exclusive feature —it’s one that salesman before you order any high fashion lines 
means sales — because it is something every to retail at $6.85 to $8.50. 
woman covets. Study the cross section illustrated. 
In reality it’s a Turn, made right side out. By this 
patented process, soles from eight and one-half No.2 No Cavity 
to ten iron can be used with the flexibility of a 
Turn. Think what that means. No.3 Channel 
No soiled linings. No ridges at the inseaming. No.4 Stitch 
No stitches such as you associate with other pro- ‘_outsole 5. N 7 
‘ 0.5 Sock Lining 
cesses. In fact, none of the faults common to other / 
type shoes—but all of their good points. Cross-Section of the new Tru-Poise Construction 





No.1 Upper & Lining 



































THE SELBY SHOE COMPANY, Portsmouth, Ohio 
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